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The NEW 


SUNLIGHTER 


(First successful sun-ray re- 
production over large areas) 


Excellently suited for 
use in CLASSROOMS 
GYMNASIUMS - ASSEMBLY 
HALLS - HOSPITALS 
SANITARIUMS - OFFICES 
FACTORIES - BOWLING ALLEYS 


At last, a reproduction of the sun’s most 
desirable ultra-violet rays — the rays 
that tan the skin to a robust tone, pro- 
duce Vitamin D; help in the deposition 
of calcium for sounder teeth and more 
rugged bones, to cure and/or to ward off 
rickets; all the benefits to health of the 
sun’s ultra-violet rays. (Specular Alzak 
reflectors.) — 
STAYS 


pence O COOL 


ensemble 


with the sun-lamp centered between lighting 
lamps. Length of lamps gives effectiveness 
over large area... Available in 64”, 72” 
and 96” LEADER Slimline models. Also in 
LEADER SM-240 (4 ft.) and SM-2-100 (5 ft.) 
. . . 40/60 LIGHT DIFFUSION—plus sun-rays 
. »» Complete specifications upon request. 


LEADER leads again! 


IMMEDIATE DELIVERY on this 
revolutionary fixture! 
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Sunlighter Model —— 
No. SMS-240 
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Not a theory for the future but an actuality for immediate 
delivery: LEADER’S SUNLIGHTER—a 2-in-1 fluorescent 


fixture of quality illumination and a successful duplica- 


tion of sunlight’s ultra-violet rays. 

Here is a sun-lamp fixture that eliminates the faults of 
previous sun-lamps. The first ultra-violet radiations 
similar to sunlight: 2800-to-3200 Angstrom band...a 
continuous band concentrated in the most biologically 
effective spectral region... produces Vitamin D in very 
substantial quantities... (Undesirable wave-lengths are 
blocked out...lamp stays cool to the touch during use!) 


Sold and installed only by the better \ 
electrical wholesalers and contractors \\\ AN 
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\y \\\ : 
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, LEADER. ELECTRIC COMPANY 
= 3500 North Kedzie Avenue, Chicago 18, tl. _ 
West Coast Factory: 2040 Livingston, Oakland 6, Cal, | 
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WHOLESALERS-—it pays you to have De-Lays’ too 

Economy ‘‘De-Lays,’ that is. Demand for them is in 
creasing, stimulated by advertisements like these on a 
regular, persistent schedule in magazines reaching your 
Customers. 








it PAYS 
to have’ De-Lays ! 


ce eal 


c : * 3 ie . 
FE rc nie oe ae <a ue tale — Pe ease Setnaniitvecnialt ¢ 













Use Economy ‘De-Lay” Renewable Cartridge Fuses and Economy Renewal Links, and big loads 
like this will not be “hanging in the air’ because of unnecessary ‘blows’ in the circuits 


“De-Lays that speed production 


For delays that pay, use Economy ''De-Lay'' Renewable 
Cartridge Fuses and Renewal Links. They are designed to 
prevent unnecessary ‘‘blows"' in the 135° and 200% range 


where most overloads occur. 


Your Electrical Wholesaler can supply you with ECONOMY 
'‘De-Lay'' Renewable Cartridge Fuses and Renewal Links. 


Modern ECONOMY Send for Latest Catalog 


De-Lay Fuses 
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f ECONOMY “DE-LAY” 


‘i ECONOMY FUSE & MFG. CO. RENEWABLE CARTRIDGE FUSES and RENEWAL LINKS 
2717 GREENVIEW AVE. CHICAGO 14, ILL. 
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flexible steel conduit © service entrance 
® grounding devices ®@ lighting fixture fittings 
manufacturers for over 30 years 


Sold Through Elntrival. Wholesa ers 


representatives in principal cities 



























































































































LESS SPACE IS REQUIRED for the same panel- 
board requirements in the re-designed €@ FEEDER 
PANELBOARD ... without sacrificing such pop- 
ular @® features as generous wiring space and 
ease of installation. 


This improved, compact @ FEEDER PANEL- 
BOARD is built of standardized units and assem- 
bled as required for specific application. Four 
standardized widths, 10 standardized heights and 
3 standardized depths of boxes meet any require- 
ment. Boxes are shipped from stock... with re- 
movable ends to permit drilling conduit openings 
on the job. Panels are readily installed after boxes 
are in position. 


Two dependable @& Switches ... the (@ PULFUZ- 
SWITCH and the @ KLAMPSWITCHFUZ... 
make these feeder distribution panelboards the 
finest in safety and efficiency. Both types combine 
switch and fuse in one unit so that current is OFF 
when the door is opened, or the fuse carrier re- 
moved. This makes replacement of fuses safe... 
quick .. . simple. 


In operation, the switch blades make pressure 
contact with the fixed switch parts, assuring full 
current-carrying capacity. Silver-plated contact 
parts insure low resistance to current flow, and 
reduce heating. 


A PULFUZSWITCH capacities: 30, 60 and 100 amps., 250 
volts AC or DC; 30 and 60 amps., 600 volts AC, 2, 3 and 4 pole. 


(a) KLAMPSWITCHFUZ capacities: 30 to 600 amps., 250 
volts AC or DC; and 30 to 200 amps., 600 volts AC in 2, 3 
and 4 pole types, single or double throw. 


For more information about the re-designed @® 
FEEDER PANELBOARD, talk it over with your 
@ Representative (he’s listed in Sweet's). 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS * SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS © QUIKHETER 
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youn at sell 


Am ica’s iggest market 


j 


CATALOG 7502-CLH 


enance. @ If ufilizes the excellent characteristics of the new 75-watt, T-12, 96-inch 
eatures instant starting . . . more lumens per foot of lamp, and 96 inches of un- 
inaire. @ Plastic side panels, achieve a pleasing low-brightness effect while 
on to vertical surfaces such as shelves, counters, mannequins, efc. « Amer- 
biggest lighting market... get your share with the Curtis ‘‘Store-Lifer”. 
7 


CATALOG No. 53-A 


Curtis “Wall-Strip’’, using one 40-watt T-12, 48 in. 
fluorescent lamp, is particularly recommended 
for illuminating shelves, wall cases, etc. It also 
directs a portion of the light to the ceiling, where 
it is diffused into the sales area. Can be mounted 
to the wall at any desired distance from the ceil- 
ing, either as individual units or continuous lines. 
Easy, quick installation and maintenance. 


eect iia Rien rore 





CATALOG No. 2240 


A small, highly practical downlight, utilizing one 
side-prong PAR-38, 150-watt projector flood or 
spot lamp. Lamp can be adjusted, from the floor, 
to any angle 0° to 35° from vertical and 0° to 
360° horizontal. Provides punch lighting for coun- 
ters, show cases, mannequins, and other areas 
where “Attraction Zone” lighting will give maxi- 
mum sales appeal to merchandise 


URTIS LIGHTING, INO eye 


6135 WEST 65th STREET, CHICAGO 38, ILLINOIS 
CHICAGO ..TORONTO..NEW YORK 
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for airport lighting & control circuits 
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RoMarine - RoPrene 


TYPE A STYLE RR 







Stranded 3 Conductor RoMarine- 


RoPrene cable. 3000 Volt Rating. 
* (Type A Style RR) 
ozone -norrene 


TYPE B STYLE ROR 


Solid Single Conductor RoMarine- 
RoPrene cable. 5000 Volt Rating. 
(Type A Style RR) 









Stranded Single Conductor RoZone*- 
RoPrene cable. 3000 Voit Rating. 
(Type B Style ROR) 


1949 






april 15» 
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nief product Engineer 
Stranded Single Conductor RoMarine- 
RoPrene cable. 600 Volt Rating. 


ERC! (Type A Style RR) 
DEPARTMENT OF eS TRATION 
civit MERON Teton m0 ame 1949 
When you bid on airport lighting and 

earie corporation control circuit jobs, make sure your quo- 
Rom vat York t Engineer 
cue, New *° chief Produce / 2 . “4: . 
po he Cane tation specifies RoMarine-RoPrene or 
attention » type MEY Cable, POF 

approval OF 


RoZone*-RoPrene cables. Why? Because 


Subject * 
ent Lement these Rome cables are approved by the 
Civil Aeronautics Administration under 
Specification L-824. This means they 


have passed rigorous tests with flying 





neprone Type Rafts Sim rate colors and are acceptable for all CAA 
Rozone=" x lating 9 * 3 to be used ere 
5000 Vo+ jpment es nation Loe» Ms 
og atove anply to sola geasication Lt sponsored airport contracts. Further, 
tne approvals | ¢ this equipser plectrics — ° 
be required that aergroums © a they are the best you can offer for any job. 
wspect Mcciresits-" seit aeronautie® SO Eg 
Lighting ua be Listed in the Or ced Airport Hera Here is something else to bear in mind. 
This 0 Me of rpore® es terminated aroonaet | erp n 
rations Or nis approved vy omisahr frog ippant© Tere Even if you bid on an airport job that is 
notice from tS Covad kirport DG : 
Me tne stist of MORO ats srueation chance not CAA sponsored now, it may be later. 
—_ putlined in tnic rome with the 
Cment no Lone® Therefore, be smart and specify these 
4 re not - 
ey your company wnich © Rome CAA approved cables on every 
4fication 





with the spect? val 38 appreciated: if — f 
ce cptaining this SPPT airport wiring job. 
1s interest 48 *“ TRADEMARK REGISTERED 


ROME 


Ls 


ealy YOUF®s 
ill ( 
PE ai see: 
ROME NEW YORK 
It Costs Less to Buy the Best... \ 
Buy Rome Cable From Bar to Finished Wire 
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<A compact desk. 
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.. by CROUSE 


Locations in which the surrounding atmospheres contain 
sufficient quantities of flammable vapors, gases, or highly 
combustible dusts to create explosive mixtures are designat- 
ed as hazardous by the National Electrical Code. Crouse- 
Hinds Explosion-Proof and Dust-Tight ET Series Telephones 
were especially designed for service in such hazardous 
locations. 





These explosion-proof telephones are made in four types: 
Type ETDA desk telephone, automatic. 
Type ETDM desk telephone, manual. 
Type ETWA for wall or panel mounting, automatic. 
Type ETWM for wall or panel mounting, manual. 


All types are built to the high standard of Crouse-Hinds 

. quality; carefully manufactured from the finest materials by 

For Wall or Panel Mounting highly skilled craftsmen. The cast aluminum housing is en- 
gineered to combine maximum strength with light weight, 

small size, and attractive stream-lining. There is a flame-tight 

A joint between the two sections of the housing. The sections 

Nationwide are held together by extra strong heat treated steel socket- 


Distribution head cap screws. A built-in bell is mounted in the base. 
Through Electrical 


Wholesalers The handset on all types is explosion-proof and its 5-foot 
\ cord is attached to the housing with a factory-sealed connector. 
_ S| 
_ 


CONDULETS - TRAFFIC SIGNALS 
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“type 7 ar -Proof 


on one 


The desk telephone has rubber feet to protect the surface 
on which it rests. 


The wall telephone is designed for mounting with the dial 
up and is equipped with a steel mounting plate. The base is 
reversible so the conduit hub can be at the top or at the 


bottom. The base also has a hub on the back for use if the 
conduit enters from the rear. 


Both the desk and wall telephones should be connected to 
the Type ETS Line Switch, which can be mounted at any 
convenient location near the telephone. 


In noisy locations where the built-in bell would be in- 
adequate, separate loud ringing bells or horn signals can be 
installed. 


Complete listings of explosion-proof telephones and acces- 
sories are in Crouse-Hinds Condulet Catalog. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Bostor ~ Butta Chicago —Cix 








Type ETS 


Type ETH Line Switch 


High Power 
Horn Signal 
Double Projector 


Type ETF 
Extension Telephone 
with Line Switch 


Type ETR 
Loud Ringing 
Bell Signal 


— Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee — Minneapolis — New York — Philadelphia 


— Portland, Ore. — Sen Francisco — Se < e—St Loui s — Washinaton. Resident Representatives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond, Vc.«= Salt Lake City 
CROUSE-HINDS COMPANY OF CANADA, LTD. TORONTO. ONT 


AIRPORT LIGHTING FLOODLIGHTS 
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Type NMO MULTI-BREAKER Pluo- in" 
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10 


Select Multi-Breaker units required by job 


2. Assemble units to panel by 
“plugging in”. 


C4 Wire them 


CUTLER*-RAMMER 


~ Lua ———— 





BREAKERPANEL. 








TRADE MARK 


Cutler-Hammer Type NMO Break- 
erpanels make it easy to “‘tailor’’ the 
circuit requirements of each job... 
either when the panel is first installed 

.. or at any time later when the re- 
quirements of one or more of the 
circuits has changed. How is this 
done? It is very simple!! The Multi- 
Breaker unit serving each circuit just 
plugs into place. Where you want a 
15 ampere breaker, you plug in a 
unit containing the exact number of 
15 ampere single pole breakers re- 
quired up to four. These four pole 
units are available in 17 different cir- 
cuit combinations making it possible 
to obtain the exact quantity and rat- 
ing of branch circuits with a min- 
imum of effort. 

Wiring these Type NMO Multi- 
Breaker units is also a cinch. You 
can wire them right in your hands 
before you plug them in...or you 
can simply swing them out for wiring 
as shown, using one of the 
positive- pressure contact 
jaws turning on the silvered 
bus bar as a hinge. And de- 


spite the small size of these Breaker- 
panels that better utilize wall and 
column space, you get much more 
gutter space (5'4” in the 15” box) 
with more circuits. The narrow 
column type actually has double the 
number of circuits previously avail- 
able in cabinets of similar height. 

Cutler-Hammer Type NMO 
‘“‘Plug-In’’ Breakerpanels are now 
offered in sizes with from 8 to 42 
single pole branch circuits in incre- 
ments of 2. They are available in 
120 240 Volts a.c., with 50, 100 and 
200 ampere mains (lugs or circuit 
breaker) with 15, 20 and 30 ampere 
single and double-pole branch cir- 
cuits; also, 40 and 50 ampere double 
pole branch circuits each of which 
however, occupies the same space as 
four single pole 15 ampere breakers. 
Multi-Breaker units are of the ther- 
mal-magnetic type that provide a 
lag on harmless overloads but instant 
trip on shorts. 

Beyond any doubt, this is the finest 
protection, the easie: + to install, the 
most flexible, the most compact, and 
the most modern it is possible to ob 
tain where a large number of branch 
circuits must be served, as in commer- 
cial and industrial buildings, hotels. 
schools, hospitals, large homes, etc 
CUTLER-HAMMER, Ine., 1327 
St. Paul Avenue, Milwaukee 1, Wis. 





4. Plug them in place again. 
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HAZAKROME simplifies planning and 
estimating because all of these features 
are obtained with just one wire: 


Oil resistance 
Moisture resistance 
Chemical resistance 


Inflammability 


High dielectric strength 
Operating temperature 60C. 


High current-carrying capacity 
combined with smaller diameter 


oe 
6 
7 
o 
@ Ozone resistance 
7 
a 
» 


When you check over the many features and advantages of 
Hazakrome thermoplastic insulated small diameter building 
wire, you'll see why this Hazard product simplifies many other- 
wise tough jobs and, just as important, assures long-lasting, 


trouble-free circuits. 


Installation is easier because HAZAKROME: 


e has lubricated, smooth surface for quick, 
simple, easy pulling without jamming or 
damaging insulation; 


e is free stripping which speeds terminating; 


e is tough and resilient —2000 Ibs. per sq. inch 
tensile strength; 


e requires less conduit space; 


e is NEC approved for both raceway and open 
wiring. 


Hazakrome Building Wire is available in a full range of sizes and non- 
fading colors. Ask your Hazard representative for full information 
about this problem-solving building wire or write Hazard Insulated 
Wire Works, Division of The Okonite Company, Wilkes-Barre, Pa. 


7664 
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INTRODUCING 


Sy DUTCH 
neta BRAND 
PLASTIX 


ELECTRICAL TAPE 





packaged MADE. BY SPECIALISTS IN THE 


MANUFACTURE OF ELECTRICAL TAPES 
b FOR FORTY YEARS 





rolls fo DUTCH BRAND PLASTIX ELECTRICAL TAPE is superthin in con- 
struction but high in dielectric resistance; it is used in those many 

usable places where space is limited. It stretches and conforms readily 
to irregular surfaces...stands up under severest conditions... 
resists water, oil, acids, alkalies and corrosive chemicals. 


container | DUTCH BRAND PLASTIX ELECTRICAL TAPE is the result of 


careful study and research and meets the recognized high 
quality standards established by all other DUTCH BRAND 
electrical tapes. 

For complete satisfaction order DUTCH BRAND PLASTIX 
ELECTRICAL TAPE by name. 





FEATURES THESE MANY OUTSTANDING QUALITIES 


i 
| 
| 
TEARS READILY... inspite of its strength chemical plants, around machinery, etc. ae 
and stretch. EXTRA-HIGH DIELECTRIC RESISTANCE, ,, 
CONFORMS TO IRREGULAR SURFACES... a single thickness resists 8000 volts 
superthin, great flexibility and stretch which is greater than 1000 volts per 
make excellent conformity. mill of thickness. 
RESISTS WEATHER... rain and rough EXCELLENT ADHESION... the quality of Sefes 
4 weather do not affect it... favorably the adhesive and the even coating 
withstands relatively high or low tem- assure excellent adhesion. Tensi! 
peratures. TENSILE STRENGTH one is strong... iit 
RESISTS ACIDS, ALKALIES, CORROSION has ample strength for all types of Adhe: 
++.-wherever present...in applications. Siem 
| 








VAN CLEEF BROS. |NC. 


AVAILABLE NOW! Monvfacturers... Rubber Products ... Est. 1910 
ORDER TODAY CHICAGO 19, U.S.A. 





12 ELECTRICAL WHOLESALING—December, 1949 Dec 



























































fits 
inereased FFT you 


There are no short-cuts in making top-quality fittings 









Every one of these steps must be followed to give your 
customers the superior service they have learned to expect 
from Conduit fittings. Sold only through recognized whole- 


salers . sold only at a price that's competitive and profitable. 






































co.tumt 


WA © 


J RIGIDLY INSPECTED bs 4 CONVENIENTLY CARTONED @ PROMPT SHIPMENT 


















































Representatives in Principal Cities 


CONDUIT PIPE PRODUCTS C0. 


COLUMBUS, OHIO 


PIPE COUPLINGS «+ PIPE NIPPLES - ELBOWS, 90° AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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the greatest 4 


custom-fits any 
commercial interior — 
at no more than the cost 


of ordinary fixtures! 

















exclusive Module plostic 
louver provides 40 transverse and 


longitudinal cutoff. Lamps ore — * 
shielded at all normal viewing angles (za s a eee: ~~ i + 
yet light transmission is maximum —_. — . —y Lis? +] 


IS Be these 4 low-cost modules are the “building blocks” 





Asem: of a perfect custom-fitting lighting installation . . . 


oa - 


saa 


they fit together perfectly end to side aS end to end © 


side to side cE .. to form more than 50,000 different lighting patterns Ss, 
... to fit any ceiling shape or size EO ... mixing all 


light sources SEE=— in one harmonious system... with 


WIL 
J— (no dark sides or ends)...so you 





equal brightness throughout ~>>—— 
“ane 
can put the light where it is needed! 


REG U S PAT OFFICE 


Only MITCHELL makes MODULE 





MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, lilinois 






Send free 20-page brochure describing MITCHELL MODULE 


Firm Nome 








Address 












City Zone State 


Attention: 

































































Here’s the latest product of Wheeler 
“Skilled Lighting”! It reflects almost 
70 years of design and engineering 
experience in the manufacture of top- 
value lighting equipment. This new 
addition to the Wheeler Line is offered in 
two styles ... with flat top channel for . 
ordinary plant locations; with peaked top for ae ~— > 
locations where excessive moisture and dust- nS Ss = 
laden air conditions exist. ™ SS 






ay 
6 Befter-Valuve Features 1. High Output: gives more 
light per foot of lamp length. 2. One-piece Top 
Channels: made of heavy gage steel. Available in either baked 
enamel or vitreous porcelain enamel finish. 3. Two Styles: Flat or peaked 
top channels (the latter for textile mills, foundries, etc.) 
4 Reflectors in Sections: for greater ease in handling, PEAKED TOP MODEL 
each unit furnished with two open-end-type porcelain enamel reflectors. 
5. Individual or Continuous Mounting. 6. Latest G.E. 
Twin-Turret Type Lampholders (depressable): for single 
pin contact, making lamp insertion and removal simple. 


The new T-12 Slimline Unit is designed for use with two 75 watt, 96” T-12 
Slimline single pin lamps (instant starting ) operating at 425 MA. Send for 
complete details of this new “Skilled Lighting” fixture built to stay new- 
looking for years. Wheeler Reflector Company, 275 Congress St., Boston 10, Mass. 
Also New York, N. Y. Representatives in principal cities. 


DISTRIBUTED EXCLUSIVELY THROUGH ELECTRICAL WHOLESALERS 





MADE BY SPECIALISTS IN LIGHTING EQUIPMER 18 8] 
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Presenting... 


Ciark Controt CENTERS 


New! Modern! Efficient! 


(CLARK Em torte) 





SA CLARK CONTROL CENTERS embody the 

latest engineering features for integrated, 

economical, efficient, neat installations of 

A.C. Motor Starters with Circuit Breakers, 
or Fusible Disconnect. 

© Each section is 90” high, 24” wide, and 20” . 
deep, and all sections can be arranged in € Louvres, top and bottom, provide adequate 


Close-up view of Size 2 Starter and Circuit Breaker 


any angular pattern to meet floor space o hoggaeeg avoid sg isso 

requirements. Additions to existing instal- . Unils are plug-in type, oonny aperen 

lations are easily made. €| Load and control leads, and horizontal line 
© The 24” width has the definite advantage of bus can be placed in either the top or 

supplying liberal wiring space for all units. bottom and — be interchanged. 

For starters up to and including Size 3, a 6” «. The control equipment and wiring — 

wiring trough with hinged door is provided. are rovoigongr st from the front, by simply 
@ Units are 13” high, or a multiple thereof. _ Cpening a coor. 

Each section accommodates any combina- { Vertical sections are peti on wr Agonsin ne 

tion of starters (Sizes 1 through 5) totalling floor channel for rigidity and perfect 

65" in height. Rearrangements are easily alignment. 

made at any time. For full details ask for Bulletin 6200 


tHe CLARK CONTROLLER co. 


/ 
NEERED ELECTRICAL CONTROL * 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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WT-111M 


Hand Installing Tool 

for All ‘'Sta-kon" 

Terminals from #22 
to #10 wire 





ENGINEERED 


1 T&B PRODUCTS SOLD ONLY THROUGH THE T&B ELECTRICAL WHOLESALER 
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P T-66 


"Sta-Kon” Insulated Wire Joints 


Listed by Underwriters’ Laboratories, Inc., for both 
circuit and fixture wiring. Open ends of barrel make 
visual inspection easy and certain. Holds hundreds 
of wire combinations up to 3 #12 solid wires. 
Quickly, easily installed with hand tool. Strong 
phenolic cap insures permament protection. Vibra- 
tion-proof; once screwed on, it’s there to stay. 
No taping. No soldering. 
(gr 


a7 
Ki Ly 
WU, 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY 





PT-70 


Barrel without Ears 
Suitable for Taping 


= 
Nie 
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Assemble any Electri-Center from stock 


with flexible (ush matica* 


Ow YOU can supply BullDog Electri-Centers 
N custom-made to meet any specification, increasing 
turn-over and yet minimizing inventory investment. 
Here’s how it works: 

All Pushmatics are identical in size and contour 
and are interchangeable for rating and type. That 
means you can fill every order from streamlined 
stocks of Pushmatics, Electri-Center Boxes and 
Fronts. 

When orders are received, Electri-Centers can be 
quickly furnished with the specified fronts and 
combinations of Pushmatics. Stocks are kept to an 
absolute minimum and every order is filled to meet 
individual requirements. 

Types of Pushmatics available to meet any load 
condition are: THERMAL ONLY, THERMAL MAG- 
NETIC, or THERMAL MAGNETIC with AMBIENT 
COMPENSATING FEATURES. All are identical in 
size and contour, in ratings of 15, 20, 30, 40 and 50 
amperes, 120 V., 1 pole, or 120-240 V., 2 poles, AC. 
All are interchangeable for rating and type. 

Your prospects have read in leading trade publi- 
cations about Pushmatic’s amazing features. Now is 
the time to follow through with sales! 


BuL_LDocG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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pusH—It’s ON! 
PUSH— It’s OFF! 
PUSH— It’s ON again! 


“Push-button switch with automatic protection 
for electric circuits 











Profit-making Pushmatic Features! 


Positive protection against overloads and short 
circuits 

Trip-free automatic operation 

All types and ratings interchangeable 


Permanent tripping calibration by precision 
forming 

Simple to install; plenty of wiring room 

Individual single-pole units . . . easier to add 
or interchange than multiple units 

Approved by Underwriters’ Laboratories 











BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 


IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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N 0 W e ec boost your sales 


with this ALL-NEW Type A Safety Switch 


TRUMBULL’S 


Hicu © apacity I NTERRUPTER 





Unusually high interrupting capacity .. .“circuit-break- 
er’ action breaks heavy loads quickly, safely. Extremely 
high momentary current capacity .. . withstands heavy 
short circuits without damage. 30-, 60-, 100-ampere sizes. 


Here’s How... 


HCI’s “Circuit-Breaker” Action Works 
ECK OVER THESE ADDITIONAL 


SALES-MAKING FEATURES 


Center-front operation 
ganging. 

Front fusing allows compact box, yet 
gives ample wiring space. 

No exposed live parts when switch is 
OFF and door is open. 
Handle interlock. 

Clear ON and OFT 
side and outside. 

No dead center—roller-cam action (mul- 
tiplying linkage design with powerful 
spring) throws switch to full OFF and ON 

Poles are self-contained switching units 
for easy replacement. 

Silver-plated current-carrying parts 
prevent oxidation... give low-resistance 
contact. 

Insulating parts made of linen mela- 
mene, light, strong, arc-resisting. 

Enclosed operating mechanism (on 60- 
and 100-amp. sizes) prevents wire chafing. 

Interior removable for wiring ease. 





permits close 

















markings both in- 


1. Switch closed. Spring-loaded sliding 
contact (A) fully inserted between sta- 





tionary contacts. Red indicates current. 





Orr} 























Underwriters’ approval throughout. 
For more information about Trumbull’s 





2. Sliding contact being withdrawn. The 
two arcs repel each other, are drawn 
against grid pins (B) and (C), which break 


and cool them. 


3. Contact fully withdrawn. Trumbull’s 


unique ‘‘Circuit-Breaker’’ action has ef- 


fectively extinguished the arcs 


all-new HCI Safety Switch, write for your 
free copy of Bulletin TEC-10 today. THI 
TRUMBULL ELECTRIC MANUFACTURING 
COMPANY, Plainville, Connecticut. 


Men Who Observe the Best Eleetrical Practice Make It a Practice to Use 


TRUMBULL(T) ELECTRIC 
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TRUMBULL'S TRAINLOAD OF NEW PRODUCTS 
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No. 7] 
5"x8"" 
Black 
or Ant 
Stippl 


No. 7. 
6"x6") 
Black 

Bevele 
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We have the ‘‘light touch” that gives you heavy profits .. . 
the most unusual, varied selection of lighting fixtures in the world! 
For indoors and outdoors, for castles and cottages, in beveled glass 
and bent glass — WE HAVE THEM ALL at fast selling built-for-budget 
LOW PRICES! Get wise—get rich . . . stock quality-constructed 
BRASSNER fixtures now. 







No. 1001 
6"'x6"x10" 
Black and Gold 


Beveled Glass No. 167 


2 light 12/2" 
2-color design 
Available in White or Pink Background 


No. 711 with Blue Flowers. 


“x8” 38Ext. 5° 
Black and Gold 
or Antique Copper 
Stippled Glass 


Sg? 
By say ; i, = Se 
“A. . i iS 
nt ae “4 











No. 180 
3 light 14" 










Kiddie Piece 4-color design 


No. 1005 
exit” est: 7 
Black and Gold 
Beveled Glass 


Y E = 

Y . ff a a oe 

Y 

Y 

Y —— OTe 
v SO) 

- 
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Y 
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Y 
bd 
6"x6"x8 V4" 
Black and Gold b J 
Beveled Glass 
No. 141 
Y 2 light = 12" 
Available in Satin White, Satin Blue 
Y or Satin Pink. 


Write For Full Information 
SOLD ONLY THROUGH WHOLESALE JOBBERS EVERYWHERE 


RASSNER 


PORTCHESTER, N. Y. 
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roval Czyatad ” 
THE Originad cinss.- TOP FUSE 


. and LEADER ever since! 


ROYAL-NOARK Kaveunbée CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 





. $0 easy to assemble! 





ROYAL-NOARK on-KevewradGe CARTRIDGE FUSES 


5 ways better....on the INSIDE. 





where it counts! 


OVAL | A 


Anc- 
ECTRIC COMPA nieces if 


¥ 
‘ 












PLUG FUSES © CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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CORROSION - PROOF COMPLETE ALL-PURPOSE LINE 


KILLARK ALUMALLOY FIXTURES AND FIT- Service Fittings . . . Conduit Bodies . . . Flush 
TINGS are made of a high grade aluminum Switch Fittings . . . Couplings and Connectors 


a alloy that combines strength far above your ... Light Fixtures . . . Explosion- Proof Fittings 
needs with corrosion resistance to assure . . . Grounding Devices . . . Service Station 
years of trouble-free service. Lights . . . Vapor-Tight Light Fixtures. 





Write for illustrated bulletin and information 
on the complete Killark line. 


SZ 





“* ELECTRIC MANUFACTURING COMPANY 
TE 
a Offices and Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, Vandeventer & Easton Aves. 
. aunae titeome Ghee sce ae ge New York. SAINT LOUIS 13, MO. 
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Cross Section Showing 


indentations 


he | 
BM) All B-M Fittings Corry 
A writer's Seal 
a 


~, 


the Under 

of Approval and Ca- 
nadian Standards Ass’ 
Approval No. 9296 





V5 
3 
R « APPROVED 


q Select the best, insist on Briegel! All 


Steel Fittings, the original approved 
Indenter tyPp© connectors and cou- 
plings for thin wall conduit tubing. 
You will not only find that Briegel 
Indenter Fittings aF° easier and faster 


also make neater, stronger 
ions. 


correct connect 
and they're set 


| Fittings today. 


to use, but 
connections, the 
Two Easy Squeezes 
Start using Briege 
Have more satisfied 
5 from each job. 


customers— more 
profit 


DISTRIBUTED BY 

lil.; Clayton 
Ill.; Clifton Conduit Co., 
. ae General Electric Co., Bridge 
The Steelduct Co., Youngstown, Ohio; 
De Pittsburgh, Penn.; Kondu Mfg. 


Northbrook, 


The M. B. Austin Co., 
Mark & Co. 
Jersey City, N 
port, Conn.; 
Enameled Metal 


Co., Ut 


Evanston, 


d., Preston, Ont. 
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SELL GREATER VALUE WITH 


CRESCENT 


ENDURITE Type RH 


CABLES FOR FEEDERS 


Gives Greater Current Carrying 
Capacity per Dollar of Installed Cost 


AN EXAMPLE- 
200 AMP. CIRCUIT * 








250,000 CM 3/0 
TYDE P TYPE Ri 
Requires 2'/2'' Conduit. Maximum per- Requires 2'' Conduit, Maximum per 
missible operating temperature 60° C. missible operating temperature 75° C 


The superior heat resistant characteristics of CRESCENT ENDURITE INSULATION with its 
higher permissible operating temperature and therefore greater current carrying capacity, permit the 
use of a smaller size of conductor, and in most cases smaller size of conduit at less than would be re- 
quired for Type R Wire for the same load. 


For light loads requiring small sized conductors, Voltage Drop is the determining factor in choice of 
wire size. Usually in sizes No. 6 AWG and heavier for power circuits or No. | AWG and heavier for 
lighting circuits, CRESCENT ENDURITE Type RH Wire & Cable gives the lowest installed cost-per- 


ampere of useful circuit capacity. 


*In accordance with 1947 National Electrical Code 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 







OVER 


60 
YEARS 
CUPERIERCE 
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HOW TO SIMPLIFY 


LUMINOUS TUBE TRANSFORMERS 


Eight practical styles for outdoor, indoor and win- 
dow hanging applications, in ratings from 2000 
volts to 15000 volts secondary. Among ‘“‘Neon” 
sign men Acme transformers are ‘First Choice.” 





BELL RINGING, CHIME, SIGNALLING 
TRANSFORMERS 


These bell ringing and chime transformers are built 
to provide trouble-free performance. Their high 
quality construction includes silicon steel lamina- 
tions, high dielectric insulation. Available in steel 
foot mounting or universal outlet box plate. Signal 
ling transformers available in 50 VA to 750 VA cap- 
acities. Bulletin J 170 


ACME ELECTRIC CORPORATION 


6712 Water Street 





_ YOUR TRANSFORMER 
BUYING AND SELLING 


One order, one shipment, one invoice, one payment; 
that’s how your transformer buying and selling can be 
simplified when you stock Acme Electric transformers 


and ballasts. 

Acme transformers for luminous tube signs, fluores- 
cent lighting fixtures, voltage regulation, industrial 
power distribution and many other specialized fields, 
offer opportunities to build a highly profitable supply 
business. 

Acme Electric transformers are engineered to high 
quality standards and better than average performance. 
This means that your customers will be well satisfied. 





STEP-DOWN TRANSFORMERS 





FLUORESCENT LAMP 
BALLASTS 


For transforming a 200 240 input voltage to 
115 volts 50 60 cycle output available in sizes 


’ from 75 to 2000 watts. Ask for Catalog SD 151. 
For 15 to 100 watt standard fluorescent lamp, single, 


two, three or four lamp fixtures. Quick start ballasts 
for dual 40, instant start, lamp fixtures. 120 ma to 
450 ma ballasts for slim type lamps. Cold Cathode 
ballasts for 72” and 96” tubes 





VORTRSE AIR COOLED TRANSFORMERS 
A specialty product, useful in laboratories or 
wherever electrical equipment is designed, tested, 
or produced. Provides a stepless control of voltage 
from 0 to 135 volts. Built in portable and panel 
board mounting types 


A profitable line for every supply house. Built in 
sizes 1.10 KVA to 50 KVA, single phase, primary 
voltages of 230 460 or 575 volts. Sizes 1 to 2 
KVA available in 2300 volt primary. Bulletin 16¢ 
gives detailed specifications 


Acme Electric manufactures Luminous Tube Transformers —Fluores- 
cent Lamp Ballasts—Cold Cathode Lighting Transformers and Bal- 
lasts —Mercury Vapor Lighting Transformers —Radio and Television 
Transformers —Electronic Transformers —Door Bell, Chime and Sig- 
nalling Transformers—Safety Transformers—Voltage Regulating 
Transformers—Step Down Transformers—Contro!l Transformers — 
Warp-stop Transformers— Air Cooled Power Transformers 


IN CANADA: ACME ELECTRIC (CANADA) LTD 


824 Notre Dame St., West Montreal, Que 


Cuba, N.Y. 





ELECTRICAL WHOLESALING—December, 1949 











to 
es 
a. 


m 
ar’ 


160 




















2. Quick ® Bis 
i ustomer 


arcmirec> 


You don t 


means to 








jaerwrite™ 
€ well know 
\e RACO Line: 


ume: 











D 
ecember 




















1 949—_ELEC R C! \ oO LESALING 














A COMPLETE LINE 


for you 


TELLING tre WORLD 


fe Or YOu 











_FAST TIMING. 








WITH THE ROEBLING LINE wholesalers 
can offer a full range of electrical wires 
and cables . . . more than 60 standard types 
for power, lighting, signal and communica- 
tion circuits. There's building wire in many 
sizes, constructions, and various insulations 
. power and lighting cables with varnished 
cambric or rubber insulations, covered with 
rubber jacket or metal armor. Naming only a 
few more, there are service entrance, elevator 
control, motor lead and mining machine 
cables . . . bare copper wire and strand. 





IT DOESN'T MATTER what types of elec- 
trical wires and cables your customers and 
prospects are interested in. Whenever they 
look in their trade papers, Roebling adver- 
tisements tell them about the extra value and 
service economy of Roebling electrical prod- 
ucts. Still other advertisements in Fortune 
and Business Week are addressed to business 
owners and executives . Every month, 
Roebling tells your complete market about 
the Roebling line — helps sales by boosting 
the demand for Roebling quality. 



























CONSTRUCTION 


> ant. Ze") _ ELECTRICAL 
ELESL GU" AND MAINTENANCE 
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ROEBLING DISTRIBUTORS can be sure 
of filling rush orders as fast as necessary. 
Their nearby Roebling branch warehouse 
always carries a stock of the full line of elec- 
trical wire and cable. The distributor can 
count on prompt deliveries from the branch 
to supplement his own stock. 





WHOLESALING 


Wy \\ 


JOHN A. ROEBLING’S SONS COMPANY «+ TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * ns 51 Sleeper St. ® Chicago, 5525 W. Roosevelt Rd. 
® Cleveland, 701 St. Clair Ave., N. E. ® Denver, 1635 \7th St. * Houston, 6216 
Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. * 
Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. l4th Ave. * Sean Francisco, 1740 17th St. * Seattle, 900 First Ave. 
















ROEBLING 


ROEBLING 
















7500 HOURS 


CHAMPION) 





FLUORESCENT 


Of Course! 2E 

















ed Ever since May, CHAMPION Fluorescent Lamps in all 
> a regular pre-heat types have been sold with a guaranteed 
rated life of 7500 hours!* 


+ 
WHAT DOES THIS MEAN TO YOU? 
Without costing you a single extra penny, Champion Lamps have 
been giving you up to triple operating value. The cost of maintenance, 
because of fewer lamp replacements, is much lower. 

Better look into this big bargain in better light — the Champion 
7500 Hour Lamp. Get in touch with your local distributor or write 
us for full details on this amazing Lamp value. 


*On 3 hour or longer burning cycles 


IT MEANS 


PROFITABLE 


VOLUME 
BUSINESS 


— because every one of your 
customers and prospects will 
be seeing this striking adver- 
tisement. 


Note that they are urged to 
get in touch with you. 


Now is the time to make the 
most of this great advance in 
Fluorescent Lamp value. 


Champion 7500 Hour 
Fluorescent Lamps mean 
new accounts, new profits 
for you! 


- 








Ge 


PE han CHAMPION LAMP WORKS 
inl a ; Lynn, Massachusetts 


Pitt; 
=~"=~-& DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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HERE’S ANOTHER PROFITABLE BLACKBURN 
ITEM FOR YOU 


Tne Blackburn TWO-BOLT CLAMP is de- 
signed for both inside and outdoor use. Thus, 
one stock will suffice for both the utility and 
the electrical contractor trade. 


In recent years a large demand has de- 
veloped for this type of connector because 
of its high efficiency on stranded wire and 
cable from 1/0 to 1000 MCM. It is used out- 


doors for taps, service entrance connections 


Jasper Blackburn Products Corp. 
By fers of Quality Con 1S Yeare 
ST. LOUIS 6, MO, 


ectors for 1 6 
FIRST, MADISON AND CLINTON STS ° 


Phone CEntral 3007 


and dead ending. It is particularly good for 
the latter because its exceptional grip on the 
wire produces a joint which will not slip. It is 
used inside for splices and taps and is fully 
Underwriters’ approved. 


Blackburn Hi-Strength TWO-BOLT CLAMPS 
cost less than other types of connectors com- 
monly used and are priced to give the 
wholesaler a good spread. 


Mail Coupon for Sample and Full Details 


Send me sample and further information on the BLACKBURN 


TWO-BOLT CLAMP 
Wire Size Used 
Your Name 
Company 

City & State 


WH 
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ELECTRUNITE E.M.T. 


Lb- FIRST IN POPULARITY 


FIRST IN DEMAND 





FIRST IN SALES 





] “incu-marken”* 





An ELECTRUNITE E.M.T. 


exclusive...consists of accurate 


easy-to-read inch and foot 
marks along every length in 
most popular sizes .. . elimi- 
nates use of rule or tape for 
measuring bending and cut- 
ting distances. An important 
reason why ELECTRUNITE 
E.M.T. is preferred by work- 
men and contractors alike. 


2? ELECTRUNITE BENDER 3 BENDING TAG 





Designed for use with Inch- 
Marked* ELECTRUNITE 
E.M.T., this patented, one- 
piece bender contains built-in 
instructions for making bends, 
stubs and offsets, with pre- 
determined accuracy. It serves 
an important dual purpose as 
a valuable merchandising aid 
and a profitable sales item. 


This printed bending tag, con- 
taining helpful bending infor- 
mation, accompanies every 
shipment of modern Republic 
ELECTRUNITE E.M.T. It isa 
constant reminder to the con- 
signee of the many waste- 
reducing advantages which 
result from using Inch-Marked* 
ELECTRUNITE E.M.T. and 
the ELECTRUNITE Bender. 


@ These are but three of the time-proved reasons why 
Republic ELECTRUNITE E.M.T. continues to dominate 
the field. For the complete story about all of the profit- 
boosting advantages of ELECTRUNITE E.M.T., see your 
nearest Steel and Tubes Representative, or write today. 


*Reg. U. S. Pat. Off. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION e CLEVELAND 8 OHIO 
Export Department: Chrysler Building, New York 17, New York 


YOU, TOO, CAN BE 
AN EXPERT ON “PROFITS” 


Wouldn't you like to have clear, concise 
answers to the many questions you may be 
asked on this all-important subject? We have 
them for you—in an interesting, colorful 
booklet written by Phelps Adams of The 
New York Sun. Write us for a copy. 


LIGHTWEIGHT THREAODULES S 
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YOU'LL REALLY GO TO TOWN 
vith the new Federal Noark Front-Op- 
erated Safety Switch. It’s the one safety 
witch with everything electricians have 
ilways wanted ... maximum safety 
superlative ease of installation and 
naintenance . . . coolest operation. 
For cool operation, there are only two 
ints toeach pole, and steel springs hold 





a 
BE POSITION 


TOSPEN COVER 


New Federal Noark Front-¢ Jperated Safety Switch 


them under extreme tension. What’s 
more, it has an ingenious one-piece fuse 
terminal and lug construction ... a 
patented high pressure fuse holder. 
For safety, operating cross bar be- 
neath blades guarantees current break 
... Visible blade construction. .. special 
three position handle ... tamper-proof 
cover...instantaneous arcextinguishers. 
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New Federal Noark Front-Operated 
Safety Switches come in 30, 60 and 100 
amp. Capacities, for 230-volt A. C.—250- 
volt D. C, and 575-volt A. C.—600-volt 
D.C. Act now to boost your sales with 
the best safety switch that has ever 
been built. Write for full information. 
Federal Electric Products Company, 
50 Paris Street, Newark 5, New Jersey. 





EDERAL we«e« 


FRONT-OPERATED SAFETY SWITCH 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales Offices in principal cities. 
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Month after month, advertisements like 
these are telling a story for you. Reach- 
ing your customers in the magazines they 
read, these advertisements are keeping 
them informed on General Electric pro- 
gress — keeping them sold on General 
Electric wires and cables. 

If you’d like more information on 
General Electric wire and cable advertis- 
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Building Wire 
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Housing Records 


(October 1949 piled up another record of over 100,000 
new units started and thereby made it almost certain 
that 1949 will beat the 24-year old record of 1925 when 
937,000 units were started. 

And—from the Federal Housing Administration 
comes the report that of those October 1949 “starts” 
there were 42,239 started under the FHA plan which 
total is 9 percent higher than the previous record all- 
ime high of 38.882 which was chalked up in June 
1949, 

\lso, says FHA, in the first ten months of 1949, 
unit applications totaled 675,828 as compared with 
only 502,942 for the same period last year and in fact 
exceeded the total of 584,854 for all 12 months of 1948 
by 90,974. 

\lso—the Public Housing Administration, acting 
under the new \Wagner-Ellender-Tatt law, has _re- 
quested $20 million to pay architects and engineers for 
drawing up 106 public housing projects. 

P.H.A, estimates that through its operations, 20,000 
dwelling units will be under way by next March and 
that 112,500 will be under construction by the end of 
1950. Its 6-year program calls for building 810,000 
units of rent-subsidized housing. 

Obviously housing construction is rolling along 
stronger than ever with no letup in sight BUT—we 
would like to see it proceed under the free law of sup- 
ply and demand and without getting the entirely un 
necessary “rent subsidized” projects imposed on its 
progress as a “benevolent” government’s shot-in-the- 
arm when it is not needed 


* 


College Construction 


\ccording to an exhaustive nation-wide survey just 
completed and published by The New York Times “the 
liberal arts institutions will spend just about $2 billion 
on the construction of new buildings during the next 
few vears.”’ 

Out of all the colleges, universities, junior colleges, 
teachers’ colleges, professional and technical ree 
covered by the study, 77.1 percent had made plan 
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for a building program which added up to the impres- 
sive sum of $2,620,183,000. 

It will pay every salesman to keep in close touch 
with all the contacts he can build wherever he finds an 
institute of learning in his territory. Working with 
the architects, engineers and other men who do the 
planning, while new buildings are in the blue print 
stage pays big dividends in getting brand names into 
the final specification and, more important than that, 
often gets the right of way when and where it leads 
to orders. 


* 


Cover 


When the editors faced the task of finding a cover 
picture for this December issue there was just one 
point on which all agreed, namely: No Christmas tree 
ov Santa Claus picture should be used this year. Vari 
ous cover ideas were advanced and soon discarded until 
quite unexpectedly the question was settled and the 
meeting broken up by the arrival via special delivery 
of a big, fat envelope. 

It contained a batch of photographs of holiday light 
ing scenes, and when in looking them over we hit the 
one shown on the cover of this issue everybody said 
“That's it’—and the hunt was over. 

We thank the Lamp Department of the General 
lectric Company at Nela Park, Cleveland for so ef- 
fective and timely a rescue. 


* 


Christmas Money 


Lhe tormidab'e sum ot $900,000 OOO will be distrib 
uted in December to 10,675,000 members of Christmas 
Clubs throughout the country. 

In the metropolitan areas the average payment to 
members will be $92.75 while for the whole country 
the average payment is $84.40. The number of mem 
bers is nearly a million more than last year and the 
average payment is almost $3.00 higher than last year. 

\dd to that Hood of Christmas money the sums that 
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Some names are 
important... here’s 
one to remember... 















































WHEN Durall goes in... worry comes out...of avy barn or farm 
building. Anaconda Durall Cable ...a name to remember... is the 


new, Underwriters approved, completely reliable barn wire. 

Durall is a non-metallic-sheathed wire with a rubber-like insulation 
of Neoprene and a heavy protective jacket of the same tough, flame- 
resistant material ... with no fibrous coverings to rot or fray. 

Durall is strong electrically and physically. Both insulation and 
jacket are highly resistant to moisture, mold, rot and animal wastes. 
Durall will not support flame, is proof against most acids, alkalis and 
oils. This is a truly fungus-resistant cable. 

The Underwriters’ Laboratories, Inc. have approved DURALL as a 
“‘Non-metallic-sheathed cable having adequate fungus-resistant, and 
other necessary properties for use in cow barns and other locations 
where it would be subjected to conditions of heat, cold, moisture, 
corrosive fumes and fungus.” Anaconda Wire & Cable Company, 25 


Broadway, New York 4, N. Y. ~— 


“ DURALL wire 
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will be withdrawn from bank accounts for gift buying, 
the bonuses paid and money gifts that are made, and 
vou have the reasons why retailers throughout the 
country are going to have a good Christmas business. 


* 


Business in 1950—One Version 


The business experts in the Department of Agricul- 
ture’s Bureau of Agricultural Economics looked ahead 
into 1950 for the agriculture field agents who gathered 
for the Department’s famed annual “Outlook Confer- 
ence” in Washington recently. 

In general, they predicted business would continue 
to slide off a bit 

In detail, here’s what was forecast : 

1. A slight reduction in business activity, and a 
slow decline in prices. 

2. Consumer spending will drift down as the auto 
industry works its way out of the backlog of demand. 

3. Employment will decline a shade. 

4. So will spending of business for new plant and 
equipment. 

All of which doesn’t look good for business gen 
erally. But there are some brighter angles to BAE’s 
picture of 1950, too. 

1. The housing boom will continue at this year's 
level. 

2. Distribution of almost $3-billion to veterans im 
the form of refunds on their GI life insurance will give 
business a boost during the first 6 months of 1950. 

3. As consumers spend a smaller proportion of their 
income on food, there'll be more available for non- 
food spending. 

4. Government spending is expected to go up slow- 
ly during the first half of the year. 

5. Spending by states for schools, roads, ete., is 
likely to increase. 

The net: 1950 still looks like an excellent year 
for business—but you'll probably have to plug a little 
harder for your share than this vear or last. 


* 


Common Sense Vs. Ideologies 


The “Revised 1949 World Motor Census” as just pub 
lished by the Overseas Edition of The American Auto 
mobile shows that this year there were 58,323,000 
automobiles in commission throughout the world and 
of these over 41,000,000 were owned and operated in 
the United States of America. 

This means that over 70 percent of the automobiles 
iw the world were bought and paid for by men and 
women who live and work in the land of the free. The 
other 30 percent were scattered over all the other 
countries of the globe with all their different types of 
government and ideologies, and that included Russia. 

Figures on the number of bathrooms, heating plants, 
telephones, radio sets, washing machines, vacuum 
cleaners, and other modern conveniences, would show 
even more overwhelming ratios in favor of the United 
States. 
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With so much statistical evidence of how far ahead 
we in this country of free enterprise are than the rest 
of the world, we cannot help but wonder why any sane 
person who now enjoys the privilege of living in these 
great United States should be even so much as willing 
to listen to the glib talk and deceptive lures from the 
promoters of any other ideology much less join their 
ranks, be it communism, fascism or any other “ism.” 

Yet we have among us thousands of converts and 
“fellow travelers” who are constantly boring in and 
attempting to undermine the type of government and 
institutions that made this country great. 

Let all who value what they now enjoy remember 
those well known words of a great patriot: “Eternal 
vigilance is the price of liberty.” and then pledge to 
contribute their share toward preserving the freedom 
to enjoy life, liberty and the pursuit of happiness. 
that is still ours 


* 


To You: A Happy Holiday Season 


This is the one season when as many people as can 
possibly manage it, get together with their associates, 
their friends and families not merely to wish each othe: 
in person A Happy Yuletide but also to exemplify the 
Biblical “Good Will Toward Men” by the giving of 
gifts and the breaking of bread together in the tradi 
tional holiday spirit. 

Now, an editor cannot help but get the feeling that 
those thousands of readers whom he addresses by the 
printed word month after month are one big family 
If he has done the right kind of an editorial joh 
through the years each member of that family will 
have achieved so close a community of interest with 
all the other members, that if they were all to meet im 
one big holiday re-union, they would quickly talk 
and visit together like old-time relations or friends. 

‘Tis true they wouldn't talk about grandpa’s gout, 
or Jane’s new baby, or Bob and Mary's wedding but 
they would talk about industry events and people and 
places and problems on an equally common and inter 
ested level. 

In that spirit of feeling a deeply grounded com 
munity of interests with all our readers we say: -\ 
hearty handshake across the miles and all good wishes 
for a Happy Holiday Season. 
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OUR agents are set up to se// up 

when they use the G-E 1-2-4 plan 
—a combination display of (1) a few 
bare bulbs, (2) a few 2-lamp sleeves, 
and (4) a big pile of 4-Lamp Packages. 
It's the hottest sales booster in the 
business. And it’s exclusive with Gen- 
eral Electric! 

It supplies the shopper who comes 
in to buy just one bulb. It sells some of 
‘em up to the 2-lamp sleeve. But most 
customers won't stop at one or two 
with a heap of those new G-E 4-Lamp 
Packages socking ’em in the eye! 


Customers go for that 4-Lamp Pack- 
age! It’s bright and appealing — easy 
to buy, easy to carry, easy to use. And 
it’s featured constantly in G.E.’s national 
magazine and radio advertising. In 
store after store, it’s boosting G-E lamp 
sales 50-100-200%! 


Urge your agents to use General 
Electric’s 1-2-4 plan right now if 
they're not already do- 
ing so. It means extra 
sales for them—extra 
profits for you. And re- 
member, G-E lamps are 
overwhelmingly pre- 
ferred over any other LAMPS 
make of lamp bulb. 




















How to add J and 2 
...and come up with 4 


By devoting most of the dis- 
play to the 4-Lamp Package, 
it sells up most customers— 
gets "em to buy 4 G-E lamps 
instead of 1 or 2! 








Some customers will 
step up their purchase 
to 2 bulbs when they 
see these handy 2- 
lamp sleeves. 
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A few bare bulbs here 
catch the eye of the per- 
son who plans to buy a 
single G-E lamp. 


G-E Lamps eal] Of signi i badipedlow 


GENERAL @@ ELECTRIC 


38 


ELECTRICAL WHOLESALING 








December, 19197 





Dec 





er 





1919 


December. 


A MESSAGE TO AMERICAN 


INDUSTRY ° 


79th OF A SERIES 


The 
Labor Union Monopoly 
Bites ALL Workers 











What kind of government is it which: 


. . . Prosecutes the Great Atlantic & Pacific Tea 
Company which it asserts handles about 6'2% 
of the retail food distributing business as an il- 


legal monopoly in restraint of trade, and 


. . . Seeks to break up four big meat packing 
companies and make them into 14 companies, 
charging the four with being a monopoly in 


restraint of trade, but 


. . Makes no move whatsoever to apply the 
federal anti-trust laws to the exercise of virtu- 
ally 100 percent monopoly control of labor in 
the coal industry, and the only slightly less com- 
plete monopoly contro! of labor in the steel 


industry? 
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The answer to that question is simple. It is class 
government of the most flagrant type, a govern- 
ment by which special privileges are dispensed 
without justice and to the great injury of all 
workers. It is the kind of government which will 
lead to the early sacking of the American en- 
terprise system and the personal freedoms of 


workers. 


In legal terms the explanation of this flagrant 
affront to good government is also simple. In 
1932 labor union activities were given virtually 
complete exemption from the application of the 
federal anti-trust laws by passage of the Norris- 
LaGuardia Act. 


continued on next page 
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GIMBELS. — PITTSBURGH 


William York Cocken. Architect 
The Trimble Co.: General Contractors 


C. W. Carter Elec. Construction Co 
Electrical Contractor 


Here, in Gimbels newly de- 
signed first floor, fluorescent 
and incandescent silvered- 
glass Permaflectors produce 
‘light for selling.” Dramatic 
yet functional illumination is 
achieved with the 203 com- 
bination, ceiling recessed, flu- 
orescent-incandescent units. 





To transfer your creative lighting designs from ‘‘blueprint’’ to reality 
is relatively simple when you specify Pittsburgh Permaflector Lighting 
Equipment. Pittsburgh Reflector Company has the equipment 
and know-how required to give you efficient, economical illumination 
that exactly fills your needs—whether your plans call for fluorescent 

or incandescent light or a combination of both. You will find it worth- 

while to discuss your problems with Pittsburgh Permaflector Engineers. 

Why not call or write today? 


Pirrspurci Reriector COMPANY == (=) 


Permafiector 


pp th 
407 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


Permaflector Lighting Engineers in All Principal Cities 


a 


PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


~ 


~*~ 








When the Norris-LaGuardia Act was passed 
labor unions were relatively weak. Only about 
16% of the nation’s industrial workers were 
organized, only about 12% of the steel workers. 
About two-thirds of the coal miners were union 
members, but only half that number were paying 
dues. The country was in the depth of its worst 
depression. The unemployment of about one- 
fourth of the labor force made monopoly control 


by labor seem so remote as to be almost fanciful. 


But after only seventeen years devoted to the 
promotion of labor union organization by the 
federal government, we have labor monopoly 
with us. In its power and scope it makes the 
alleged business monopolies being prosecuted 
under the federal anti-trust laws seem positively 
piddling. In its manners it makes the old-time 


business monopolists look like Lord Fauntleroys. 


What is lacking, grievously lacking, is action 
by Congress; action to shape our federal anti- 
trust laws to take account of the labor monopoly 
that has become the dominant national force in 
our country today—a force that is leading to the 


loss of freedom of all workers. 


Before labor monopoly is broken up, as it must 
be broken up if our economy is not to be per- 
manently wrecked, other steps will no doubt be 
required. But one test more than any other will 
be the touchstone of the nation’s determination 
to keep its economic and personal freedom. It is 


what it does to see that labor monopoly re- 


ceives the same treatment under the federal 
anti-trust laws as any other kind of economic 


monopoly. 


The purpose of the federal anti-trust laws is to 
break up monopoly and preserve fair competition 
in the United States. It is a fine purpose. The 
wisdom and fairness of its application in partic- 
ular cases is often open to challenge. But in spite 
of bad administration every farsighted business 
man | know is a staunch defender of our na- 


tional anti-trust policy. 


At present, in the exemption of labor monop- 
oly, we have a breach in that policy which, if 
not closed, will soon become fatal both to the 
policy and the enterprise system it is designed 


to foster and protect. 


The main thing wrong today with Great Britain 
and indeed all Europe is that no effective anti- 
trust laws are in existence to protect the public 
from business and labor monopolies, to guaran- 


tee personal freedoms. No free economy in 


Europe or America can prosper as long as pro- 


tected monopolies remain and flourish. 


While your representatives in Congress are home 
with you talk to them about the special privi- 
leges now granted to labor union monopoly. 
You would serve your country well by finding 
out what they intend to do about it before it is 
too late. 


President, McGraw-Hill Publishing Company, Inc. 
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Heavy Duty Plugs an 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 


severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 


ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 





a\ « 
N a « 
QuelArc * Circuit Breaking Series Unique partitioned in- 


sulation provides long insulated paths through air and across surfaces 


} 

t 

! 
y) 


for exceptional protection in these current rupturing devices. Galvan- 
ized cast metal housings, bakelite insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC— 2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 








1, 2, 3, 4, 6, 8 pole interchangeable contact units 


COPD? Hd 
ey eo 


Triploc and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2. 3. 4, 6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
single housings available of pressed steel 
with automatic lock and of cast metal 
threaded for watertight gasket seal. Multi- 
Circuit housings—2, 3 and 4 gang—available 
for combinations up to 32 poles. Ratings 15 
and 20 amperes, 250 volts DC, 460 volts AC 
—circeuit breaking. Pressed steel fusible 
and fuseless plugs measure 1'%" outside 
diameter. 


Midget TriplOc Series same con- 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 114". Interchangeable and re- 
versible contact units—2, 3 and 4 pole —are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 


oa 


Fusible Plug 
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Fuseless Plug 


2-Gang Receptacle 


General PUIpOSE Series s.aitabic 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—1, 2. 3. 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3. 4 and 5 pole. 100 ampere, 250 and 
600 volts—2. 3 and 4 pole. Also many special 
types. fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 





EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York e CANADIAN AGENT: The Holden Co., Ltd., Montreal 
CONDUIT FITTINGS + FLOODLIGHTS + TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS - MULTI-VENT AIR DISTRIBUTION 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 


Census of the U.S. Dept. of Commerce. 
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Business Index 
For the Month of September 1949 
SALES 


ers, all classes combined, registered a seasonal increase 
f 6 percent over the previous month. Although Sep 
tember sales were 13 percent below September, 1948, 
cumulative sales for the first nine months of this year 


September sales of electrical goods wholesal 


were only 7 percent below the corresponding period of 
1948. 

sy class of house, September sales of full-line whole 
salers increased 5 percent over the previous month and 
appliance and specialty wholesalers 10 percent. In con 
trast, wiring supplies and construction materials distrib 
utors reported no change in sales over the previous 
month. Compared with September a year ago, full-line 
wholesalers and wiring supplies and construction mate 
rials distributors reported decreases of 15 and 19 per 
cent, respectively, whereas appliance and specialty whole 
salers reported a 3 percent sales increase for the same 
period, 

The September panel which reported these figures 
included 417 full-line houses, 146 wiring supplies-con 
struction materials wholesalers and 118 appliances-spe 
cialties distributors—O&1 houses with sales for the 
month of $129,438,000 


INVENTORIES \ccording to reports ot 602 electrical 


goods wholesalers reporting inventories in conjunction 
with sales at the end of September, inventories again 
were reduced throughout the nation. Inventories valued 
at cost and for all classes of houses were 4 percent below 
the previous month's level and 13 percent below the in 
ventory valuation report for September, 1948. 

In comparison with the previous month: Full-line 
wholesalers reported an inventory drop of 4 percent : 
wiring supplies, construction materials distributors’ in 
ventories were off only 3 percent while appliances and 
specialties wholesalers reported a decrease of 7 percent 
in inventories, 

Compared with the same month a year ago, inven 
tories throughout all classes of houses were lower by 
only 13 percent. Full-line wholesalers decreased their 
inventories 13 percent over the same month a year ago. 
Wiring supplies and construction materials wholesalers’ 
inventories were lower by 13 percent over May, 1948 
while appliances and specialties distributors decreased 
inventories 14 percent over a year ago. 
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h it everhead 


OVERHEAD POWER 


Type MS Self-Supporting Aerial Cable for 
power distribution has many advantages over 
open wire lines. It is safer and more depend- 
able . . . less subject to damage by storms, 
lightning and falling limbs. It practically elimi- 
nates expensive tree trimming and looks better 
in residential areas. What’s more voltage reg- 
ulation is improved and interference with radio 
and television is prevented by the conducting 
Neoprene sheath. 


Aerial Cable One to four insulated 
conductors coiled around a messenger 
strand which provides mechanical support 
and also serves as the neutral conductor 
in grounded neutral circuits. Shielding of 
conducting rubber 1s recommended for all 
cables rated above 600 volts 
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Bury it under 


e! 
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UNDERGROUND POWER 
For this use a special cable has been designed with a . 


happy combination of Amarine insulation and Amer- : 


- 


prene covel 
Amarine has high resistance to heat and moisture 






permitting operation at 75° Cin moist log ations without 
de termoration 


eae mye aia 
Se cl 


\merprene in the jacket has improved resistance to 
moisture or ol It replaces lead sheaths for und 
ground cable because of its lower cost, freedom from 
elk ( troly SIS trouble Ss, and easel handling qualitic Ss In 
addition, \merpren meets ozone resistance require- 
ments, is Hame resisting and will not propagate fire. 


Amarine-Amerprene Cable 
for underground use has Amarine insulation 


for high resistance to moisture and heat plus 
an \merprene (Neoprene ) cove! [his com- 
bination produces a cable with great strength, 


toughness and long life 
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American Rubber-Covered Cable is designed for 


superior service in any of these applications 


Drag it over the surface 


SURFACE POWER 


For all types of portable machines 
from the large st power shovel to the 
smallest power drill, specially de- 
signed Amerclad Cables are noted for 
their ability to stand rugged service. 

Covers are usually made of Amer- 
prene for its high resistance to oil, 





acids, abrasion, cracking and aging. 
Interior insulation is Amerite, a high 
grade, perftormance-type rubber in- 
sulation. Conductors are flexible 
copper strand with each wire alloy 
coated. 


fype G Three-Conductor 
Amerclad Shovel Cable 
Designed for maximum safety with three 
ground wires. PS flexible non-metallic 


shielding is provided for voltages between 
2000 and 5000 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


RCLAD CABLES 


GN EVE DS. S$ CALE § 6 2 Ree ee | 
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Electrical Wholesaling BISINESS INDEX 








REGIONAL ANALYSIS 


C INSIDERED regionally and with all classes of 


houses combined, increases in sales volume were re- 


SEPTEMBER, 1949 


Figures in this table apply to the geographic divisions 


ported for September, 1949, over the previous month as outlined and numbered in white on map above. 


(August, 1949) in all but the South Atlantic, Fast 
South Central and West South Central regions. The 

















latter reported decreases of 2, 7 and 3 percent respec- SALES INVENTORIES 
tively. Compared with the corresponding month one September 1949 September 1949 
vear ago, the Middle Atlantic was alone in reporting an oan Of wt . Compared in °/, with 
g | Compared in °/, with Trading p /o 
aie sa: A Sept Region Aug Sept 
Cumulative figures of sales volume for the first 9 — _ : . 
pol ener rant Sis 1949 1948 (SeeMap) 1949 1948 
months of 1949 compared with the same period one yeat 
ago showed a slight decrease of 7 percent. One region, + 8 —I5 | — 6 —I7 
the East South Central, reported no change, while all +15 + | 2 —9 —I5 
other regions showed decreases ranging from 2 to 13 + 8 —I5 3 == & a= § 
percent. + 2 —I7 4 —- —I9 
Inventories compared with the previous month were —_— 2 —I5 : hal ; —" 
decreased slightly in all regions except the West South i : = ; _ 0 a 7 
Central which reported no change. Compared with Sep ey _16 8 : 15 
tember, 1948, inventories ranged from 7 to 19 percent Ti _15 9 pee _* 
lower 
STATES COMPRISING GEOGRAPHIC DIVISIONS: RE REGION 5—Del., Md., D. of C., Va. W. Va., N. C., 5.C., Ga 
GION 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.; REGION Fla.;: REGION 6—Ky., Tenn., Ala., Miss.; REGION / \rk., 
2—N. Y., N. J., Penn.; REGION 3—Ohio, Ind., Ill., Mich., Wis. ; La., Okla., Tex.; REGION 8—Mont., Idaho, Wyo., ( olo., N 
REGION 4—Minn., Iowa, Mo., N. Dak., S. Dak., Nebr., Kans. ; Mex. Ariz., Utah, New.; REGION 9—Wash., Ore., Calif 
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This Twin High-Bay Mounting Fixture 
i \ is typical of the hundreds of types and 
r sizes of Appleton Lighting Fixtures. 





The Appleton Type EFU Explosion-Proof 
Fluorescent Lighting Fixture, first of its 
kind ever to be developed. Appleton 
Explosion-Proof Lighting Fixtures include 
types and combinations to meet the re- 
quirements of all hazardous 


HEN YOU 
LL Appleton industrial lighting equipment, you're 
pplying the basis for top worker efficiency and 
etter production. That’s because Appleton fixtures 
e scientifically designed to provide proper illumi- 
htion for any given working area, whether 
doors or out. 
The manufacture of Appleton Lighting Equipment 
quality controlled from drawing board to final 


locations in industry. 


livery. Reflectors are made of pure ingot iron, Sold Through Electrical Wholesalers 
pished with vitreous-fired porcelain enamel for APPLETON ELECTRIC COMPANY 
gged weather resistance. Appleton sectionalized 1734 WELLINGTON AVENUE * CHICAGO 13, ILLINOIS 


bnstruction assures easy, economical installation, 
hick convenient servicing. 


, * —_ 
Whatever your customers requirements, there’s LOS ANGELES, 100 N. Santa Fe Avenue » ATLANTA, 724 Boulevard, N. E.© BIRMINGHAM, 
b Appleton Fixture that exactly suits the purpose. 429 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth St., S. « PITTSBURGH, 414 Bessemer Bldg. « 
r better lighting that spells better production, sell BALTIMORE, 100 E. Pleasant St.¢ BOSTON, 10 High St. e DENVER, 1921 Blake St.» PHILADELPHIA, 
pleton—STANDARD FOR BETTER LIGHTING. 1017 Cherry Street @ CINCINNATI, 626 Broadway #« HOUSTON, 738 M. & M. Bidg. 


Write for complete catalog information 








NDUIT FITTINGS + LIGHTING EQUIPMENT » OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 





Branch Offices: NEW YORK, 50 Church St. ¢ DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 
1836 Euclid Avenue ¢ SAN FRANCISCO, 655 Minna St. ¢ ST. LOUIS, 420 Frisco Bidg. e 


Resident Representatives: Dallas, Indianapolis, Jacksonville, Kansas City, Milwaukee, Seattle 
Export Representatives: International Standard Electric Corp., 67 Broad St., New York 4,N.Y, 
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CAT. NO. 1166-16 
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T-Ta'std- ipment 
with 100 Amp. Main Disconnect 





GENERAL’S new 100 Amp. pullout service equipment 
is modern in design, appearance and performance and Have you seen... 
nie . . the new light gray baked en- 

the latest result of General’s long range product devel- as 
amel finish on all items in the Gen- 
opment program. Examine the construction features of eral line? 
s 
this new equipment at your earliest opportunity. Avail- _ the way General packages 
able everywhere exclusively through wholesalers. most items in individual cartons? 

oe 

. the new designs with more 


knockouts and knuckle room? 






ment 4911 completels 
describing the 100 and 
200 Amp. lines? 


/ ‘ 
4 
The latest General 


(Cay, 

: me? FM 
Switch Catalog 4809 & Ag 
with price list supple- SS 
ment 4905? . 


neral 


Switch Corp. 





49 Roebling Street Brooklyn 11, N. Y. 


~——--—-—-——-—~—---------------4 
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isk your wholesaler or write today! 


SALES OFFICES IN EVERY MAJOR CITY PR onbseeniiicnus ene J 
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Secondary Boycott Is Out 


could be reported to the Business Man 
ager’s office of Local 3 and steps would 


he taken immediately to see to it that 


N.Y. Union Tells Industry t—Vu————@oO 


Local No. 3, LB.E.W., drops label requirements and 


Until last March unions and manage 
ment had been battling over whether o1 


not the Taft-Hartley Law put an end 


tells electrical industry that its members will now in- ‘te secondary boycott. “The Tart 


stall any electrical material regardless of 


Hartley Law makes it illegal to “induce 
manufacturer rr encourage employees to withhold labor 


from one employer in order to bring pres 


ure against another.” However, labor 
EW YORK—Local Union No. 3 of The contractors were told that they unions claimed they could picket and cu 
the International Brotherhood of were not required to “purchase or spec culate a blacklist under the provisions ot 
Klectrical Workers has informed man ify any electrical material or products — the first amendment which grants freedom 
ufacturers, wholesalers, jobbers and con manutactured by the members of Local of speech, press and assembly 
tractors in this area that it is “discon Union No. 3° and that they could pur Finally, in March, the issue was settled 
tinuing the use of the Local Union No. 3. chase and specify any electrical material \ group of AFL carpenters engaged by a 
label and that, in the future, wherever and products no matter where or by Kansas City building contractor, Klassen 
any union labels are attached, only whom manutactured.” The vnion pointed  & Hodgson, asked the firm to cease put 
I.B.E.W. labels will be used.” out that its members will handle and — ting up pre-fabricated houses for the 
\t the same time, a second letter was — install all electrical material and products Wadsworth Building Corp., which was 
addressed by Local Union No. 3 to ele The contractors were advised that listed as a non-union employer. Wlasset 
trical contractors to clear up any possible should any member of Local Union No & Hodgson refused, so the carpenter 
misunderstanding about the purchase and = 3 refuse to handle any electrical material juit and set up picket lines. An untan 
installation of electrical equipment that or products because they do not beat labor practice charge was brought against 
does not bear a union label a Local Union No. 3 label the matte: the union and an injunction obtained. th 








“ALBANY TRADE FAIR,” an appliance trade show recently 
sponsored and produced by A. Wayne Merriam, Inc., wholesale 
appliance distributing firm of Albany, N. Y., reportedly drew 
1,000 retailers during its two-day run. The firm’s fair com- 
mittee chairmen (left photo, reading left to right) included: 
Tod Fisher, display; Warren J. Burns, merchandise; William 
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H. Squires (company president), house; Harold B. Horstman, 
production; Philip E. Richardson, general chairman and pub- 
licity; B. W. Stryker, merchandise. Part of the major appli- 
ance display is shown in the photo at right. The fair was 
staged in the newly-completed addition to the Merriam ware- 
house and utilized more than 12,000 sq. ft. of floor space. 
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THE NEW Federal Noark’* Protectit 
enables you to sell a fractional horse- 
power manual motor starter that has 
“everything.” Compact — modern — it 
provides dependable automatic over- 
load protection. Its double-break switch- 
ing member for “On” and “Off” control 
is positive-make and quick-break. But 
look at these other outstanding features: 





e PROTECTIT @ 


/ ane we Vnele 


NEWARK,N 
iI 


10 AIK 





because the new Federal Noark Protectit 
has more sales and service value 


The new Noark Protectit has double- 
break silver contacts welded to phos- 
phor bronze contact springs. Reset after 
tripping is automatic. Individual arcing 
chambers confine each are and assure 
rapid extinction. The bimetallic over- 
load element is time-proven, depend- 
able and accurate. Overload relay heat- 
ers are conveniently mounted from the 


FEDERAL ~cae« 


PROTECTIT 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment. 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales Offices in principal cities. 


front of the Protectit witha single screw. 

Noark Protectits are rated in 1 h.p., 
115-230 V., single phase A. C., and in 
% h.p., 115-230 V., D. C. Surtace enclo- 
sure and open types; also flush mount- 
ing Protectits using standard flush 
plate. Write now for descriptive folder. 
Federal Electric Products Company, 
50 Paris Street, Newark 5, New Jersey. 
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March, the National Labor Relations 
Board decided in favor of the building 
contractors that a secondary boycott 1s 
an unfair labor practice. 

Within the electrical industry in the 


New York area, reactions to the two let- 


ters originating with Local No. 3 of the 
I.B.E.W. differ widely. 
Those who have been close to the situa 


tion throughout its duration viewed tl 


« 
move with considerable skepticism and 
misgiving. They point out that the 
[.B.E.W. leaders may have convinced the 
New York Local No. 3 to drop its label 
requirements for the present as a gesture 
of recognition that the International still 
is tops in its field. Others feel that the 


move was made simply to forestall if 


possible any action by the NLRB or the contractors and wholesalers who hav 
some other government agency and that profited greatly by using the boycott as 
when danger of any proceedings from an umbrella, will have to “get religion” 
these quarters appears to have passed, and operate once more “out in the open.” 
Local No. 3 will go merrily on its way Then, if they should persist and not 
with Loycotting as before mend their ways it is considered likely 

\mong the trusting ones, who want to that Washington will step in and break 
take the letters and notice at face valu up the combinations that have flourished 
there is much discussion as to how much in restraint of trade under the boycott 
cooperation the union will get from those While no official comment has been 
electrical contractors and wholesalers who made, some members of the American 
have used the boycott as the vehicle for Institute of Architects say that it will be 
bidding and buying practices that would a great relief to be able once more t 
hardly stand up under closer government — actually get the brand of material you 
scrutiny. have specified tor a job, when it come; 

It is argued that if the Local No. 3. to electrical materials, and no longer be 
stands pat and really supports a free and — kicked around and have to take what th: 
wide open market with no strings to it, union condescends to approve 





Fair Trade Law Will Stay 
Sen. Tydings Tells Council 

NEW YORK—“Fair Trade Laws art 
here to stay,” Senator Millard E. Tyd 
ings (D., Md.) told a group of delegates 
attending the annual meeting of the 
American Fair Trade Council here re 
cently. Senator Tydings, who was co 
author of the Federal law known as the 
Miller-Tydings Act, pointed out that 
Congress has heard debate on the law six 
times and in his opinion “the question has 
been thoroughly thrashed out.” 

He emphasized to the group that the 
law was carefully drafted to keep out 
anything that would prevent free and 
open competition. “You can’t have price 
fixing in America under any law that | 
know of. You can’t have it under anti 
trust or fair trade laws. The only tim 
you can set a price on an article is wher 
it comes into free and open competition 
with others.” 

Actually, the Federal law creates noth 
ing that does not exist in_ forty-five 
states, Senator Tydings said. 

John W. Anderson, head of the Amer 
ican Fair Trade Council and president 
of the Anderson Company of Gary, Ind., 
pointed out that the fundamental function 
of “fair trade” is to protect the manu 
facturer’s investment in brand name and 
good-will, built up for a product by con 
sistent advertising and consumer accept 
ance. 

Addressing the opening session of the 
annual meeting, Mr. Anderson assailed 
the idea of voluntary fair trade as a pro 
tective device for the small retailer 
against price cutting competition of larger 
organizations. Mr. Anderson said advo 
cates of this idea indirectly branded the 
smaller merchandiser as inefficient and in 
need of a “special subsidy at the expense 
of the public.” 

“Any idea that the public could, or 
should, be interested in subsidizing a 
wasteful and inefficient small retailer by 


(Continued on page 75) 





PIONEERS of the electrical industry, Fay Woodmansee (left), president of 
the Engineers Equipment Co., Melrose Park, IIl., and Charles E. Wilson 
(right), president of the General Electric Co., were presented with 50-year 
awards at the annual NEMA luncheon by B. W. Clark (center), retiring 
NEMA president. Also the recipient of a 50-year award was Claude L. 
Matthews, president of the W. N. Matthews Corp., St. Louis, Mo. 





JOHN LONGDEN, manager of Westinghouse Electric Supply Co., Salt Lake 
City, presides at the Distributor Chairman's banquet session during the 
annual business conference of the Intermountain Electrical Association at 
Ogden, Utah. Guest speakers at the meeting included: Left to right, W. I. 
Buchanan, Pacific Coast manager, Frigidaire; J. J. Moffatt, Pacific Coast 
manager, appliances, Westinghouse Electric Corp.; Dr. Wm. B. Stratford, 
Dean of Men, Weber College, Ogden. 
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Jenkins Bros. also make Diamond Seal 


You can do a lof 




















with a l77ffée GOLD SEAL TAPE 


ALITONO AAUSINGY OMS 


Linemen and electricians go for Gold 
Seal Tape because it goes further. They 
get extra tape value—and you get repeat 





business—because there’s no waste. Rigid 
laboratory controlled production assures 
plenty of lasting “tack” in the friction 
compound. That's why Gold Seal Tape 
does not dry out, peel or smear the hands 
. why its top quality base cloth tears 
evenly, quickly, without raveling. 


Friction and Rubber Tapes which meet 
both ASTM and Federal Specifications. 


FRICTION and 


Hot or cold, rain or shine, here’s a tape 
you can count on to produce better taped 
joints, and more sales for you. Consis- 
tently advertised . . . packaged in single 
rolls and ten-roll containers. Gold Seal 
Tape is both a goodwill and profit build- 
er. Make sure you're fully stocked. 
Jenkins Bros. (Rubber Division), 80 
White St., New York 13, N. Y. 
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“a 
ae 
co . WE 
ee. A HERE’S WHAT ARE DOING 
ek “ y 
mh | TO TELL YOUR STORY TO 
a YOUR CUSTOMERS! 
aa - 
¥) Mr. Distributor, here’s one advertisement of a current series addressed 
et to Electrical Contractors and Maintenance Men. This series tells top- 
op ranking customers that Distributors render a multitude of services. 
“ oO U.S. Rubber Distributors carry the right kind of products—deliver at 
the right time. 
Your customers know that when you are teamed up with the U.5. 
Salesman, you are equipped to give them better service. They know you and 
the U.S. Salesman believe in helping the customer in dozens of unusual 
ways, that you do not believe service should stop when the sale is made. 
“U.S.” tells your customers about the quality of the products you 
carry ... products that are beyond competition. These include Laytex RU 
ye and RUW small diameter building wires, Royal Master Portable Cords 
Sa - and the Neoprene-jacketed Service Entrance Cables... just a few of 
°°" aw ve ea 1 99 . ° ° . 
aa =. ~—s the many “U.S.” products with unique selling points. 
er Oa a Get a bigger share of wire business—become a U.S. Rubber Dis- 
oe at Ss a~ . ye . . y. ‘ 7 2 
ma“s--> = =. tributor. Write today to Electrical Wire and Cable Department, United 
- States Rubber Company, Rockefeller Center, New York 20, N. Y. 
< U.S. ELECTRICAL WIRES AND CABLES FOR EVERY PURPOSE 
~~ ne 
a dace . 
pee ee PRODUCTS OF 
Pas -_ a a 
we. Sa 
_—-™ 7 UNITED STATES 
RUBBER COMPANY 
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* Commercial 
* Industrial 

* School 

* Troffer 

* Residential 


* Portable 
Fluorescent 


* THE RIGHT, LIGHT FOR 


@SKYLOUVER —available in 2-40W, 3-40W and 4-40W 
Louver or glass bottom. For individual and continuous 
installation, surface or pendant mounting. Exceptionally 
shallow—only 5'%”. Hinged Louver or glass panels pro- 
vide easy, low-cost maintenance. Louvers and side panels 
of moulded plastic Polystyrene. Glass bottom panels of 
ribbed Skytex glass. Model No. 1025 2-40W Model No 
1035 3-40W— Model No. 1045 4-40W with Louvers. 
Model No. 1026 2-40W—Model No. 1036—-3-40W 
Model No. 1046 with Glass. 
@TWENTY-TWENTY 2-40W for schools, offices, hos- 
pitals, banks, stores, restaurants, etc. Louver panel in one 
complete section— hinges from either side permitting low- 
cost, easy maintenance. Individual or continuous— pend- 
ant or surface mounting. Safe—all steel construction 
Model No. 2020. 
@ AVAILABLE in two and four light open luminaires, 
surface, and pendant mounted continuous and individual 
installations. Wafer-thin lending to modern streamline 
design. Starters easily accessible for ease of maintenance. 
Incorporates new ELECTRO Speedy Hanger. Model 
No. 1044. 
@COMPLETE LINE OF RECESSED TROFFERS 
regular fluorescent and Slimline (T8 and T12 bulbs), 
20, 30, and 40 watt, one lamp, two lamp, three lamp, and 
four lamp. Open, louvered, and glass bottom. Can be 
mounted overhead, T-bar, and Universal. In line and 
corner spot lite boxes available for all units. Louver and 
glass bottoms hinge downward for ease of maintenance 
Hangers permit adjustment of fixtures to all types of 
ceilings. 
@COMPLETE INDUSTRIAL LINE including syn- 
thetic and porcelain enamel open and closed end re- 
flectors. Available in two and three lamp 40 watt and two 
lamp 85 watt; four foot and eight foot sections. Also 
Slimline Industrials and Instant-Start Fluorescents 
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CASORATORIES INC 
“tw rome mw 


iM” ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 
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ELECTRO MANUFACTURING CORPORATION 


2000 W. Fulton St. * Chicago 12 
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OPERATORS of the nation’s 11,000 bowling establishments are prospects for better lighting. Westinghouse photo 


Selling Better Light for Bowlers 


Scores “Strike and Spare” Sales 


Glare of lighting on highly-polished alleys prevent many bowlers from playing a 


better game. When players feel they are improving, they bowl more often. You'll 


find owners of bowling establishments interested in glareless lighting systems and 


electronic foul-line guards because they attract more players 








T EW opportunities to sell elec 
trical equipment to bowling 
allevs have been created for 

you as a result of some recent work 
by leading manufacturers. by fol- 
lowing through on the suggestions 
by these manufacturers, you can 
Improve the game of bowling: help 
some players develop more skill ; and 
assist umpires in official tourna- 
ments. You'll be thanked by the 
operators of the nation’s estimated 
11,000 bowling establishments and 


certainly endeared to the countrys 
16,000,000 bowlers. 
immediate value, there’s the matter 


\lso, of more 


of commissions from your company 
for the equipment you'll sell. 
Study 
the lighting in the bowling alleys im 
your territory and sell them an im 
proved system. Introduce the own- 
ers to a new electronic “umpire” 
that enforces the “foul line” rule 
Because of the waxed and highly 


Here are the sugyvestions: 


polished alleys on which the game 
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is played, many bowlers have been 
bothered by the glare of the lights 
reflected from the polished surfaces 
of the alleys. Real or imagined, 
players have consistently apologized 
for “missing a pin” with, “I couldn't 
see it well enough.” 

sowlers playing at the Westing- 
house Electric Corporation’s em 
ploye recreation hall at East Pitts 
burgh will have to find a new excuse 
A new lighting installation designed 
by Works Engineer R. (1. edsall has 
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Here is the 
lighting system at 
the Westinghouse 
employe recreation 


new 


hall from the spec- 


tators’ seats and 
players’ positions. 
There's plenty of 


light on the alleys 
and pins but no fix- 
tures in sight. The 
pins are actually 
lighted two to three 
times brighter than 
the 


average office. 


resulted in the bowling pins being 
lighted two to three times brighter 
\t the same 
lumination 


than the average office. 
the 
features the complete elimination of 


time, new system 


glare from the bowlers’ eyes. Look 
ing down the alley from the player's 
position, no alley lights are visible. 
The ceiling was redesigned from 
a flat structure to a saw-toothed 
arrangement. The lighting fixtures, 
two-lamp luminaires mostly, are con 


cealed in the recesses. Even the pin 


When 


bovs are enthusiastic about the new 
lighting system, and as for the bowl 
ers, one of them has already bowled 
a perfect 300 game on the bright, 


vlareless alleys 


Here is the equipment used to 
complete this one relighting Job 
| Panelboard 
31 Fluorescent Luminaires, Type LW-160 
31 Twin Stem Hangers 
72 Fluorescent Luminaires, Type 2FBR40 
12 Fluorescent Luminaires, Type 3FBR40 


4 Alabax Fixtures 
12 Permaflector Units 499 
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12 Eccentric Louvers 
304 Fluorescent Tubes, 40W.—White 
12 Lamps, 200W. 
4 Lamps, 60W. 
150 Flex. Boxes, 4-in. 
50 Blank Cover, 4-in. 
5000 ft. Romex 2—712 
84 Box Mounting Outlets 
84 JK Caps 
3 Illuminated Direction Signs 


168 Square Screw Hooks 
\long with a new lighting job, 
vou can introduce operators and 


owners of bowling establishments to 


Lighting Helps the Bowler Get Better Scores 
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a new electronic “umpire” that 
guards the foul line. 
When bowlers continually — slide 


pass the approach and over the foul 
line they wear down the alley sur 
face. Since the alley is an expensive 
installation and costly to repair or 
replace, all bowling alley operators 
are anxious to train players to re 
spect the foul line and not go over 
it onto the alley. 

When the foul line is guarded by 
a new electronic instrument devel 





oped by the General Electric Co., 
the player going across the line 1s 
notified immediately. A bell or 
buzzer sounds and a light flashes to 
indicate the alley where the foul 
occurred. 

It’s all done with “electric eves.” 
\ light source and photoelectric cell 
are mounted on opposite sides ot 
any alley at the foul line. When the 
light beam is broken, the alarm is 
given 
(and essential ) 


\ clever most 


He Comes Back Often. 
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Guth photo 
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Looking up the al- 
ley from the pin- 
boy's position, the 
Westinghouse in- 
stallation offers 
concrete evidence 
that selling relight- 
ing jobs to the thou- 
sands of bowling 
establishments is 
well worth some 
extra effort. Saw- 
tooth arrangement 
eliminated all glare 
for the players. 


wrinkle is the time delay, which pre 
vents the ball from operating the 
signal. The player can bowl to his 
heart’s content but as soon as a stray 
toe slips across the line, he’s caught! 


Phis 


\merican Bowling Congress speci 


bowling “umpire” meets 
Electric Co 
\mong other things, it’s en 


fications, the General 
says 
tirely automatic and accommodates 
up to 16 alleys, is easy to install, is 
tamperproof and dustproof and will 
operate any type of alarm system 





Day-Brite photo 


57 








1 KNOW YOUR COMPANY, its policies and practices. 
® man Messina, right, goes into the field with thorough knowl- 


edge of company's business management because president R. W. 


Sales- 





Buckles, left, and partner Gene Smith, of Buckles-Smith Co., San 
Jose, Calif., believe in opening the books and discussing policies 


and management with Messina. 


Doing A Better Selling Job... 





VIERY 
knows that he can make better 
profits for and his 

concern when he lowers the cost of 


wholesalers salesman 


himself 
his own operation. But, in spite of 
this knowlege, sales costs are going 
up in a period of low margins and 
reasonably high volume—just when 
they should be going down percent 
Most 
management 


and sales 


there 


salesmen 
that 
hoth basic reasons for increased sales 


agewise. 
believe are 


costs and definite wavs in_ which 


these costs can be reduced by each 
salesman, alone and in cooperation 
with his management 

Obviously, the increasing dollar 
volume from satisfied customers 
must remain the first objective of 
every wholesaler’s salesman, and 
nothing must be allowed to interfere 
with the production of that volume 
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Then the demands tor better and 


vet more economical selling in a 
competitive market will force each 
salesman to watch his costs in order 
to strengthen his own position in the 
understand his 


company’s bargaining position in the 


company. He must 
market, and he must always remem- 
ber to preserve as much as possible 
of that constantly-squeezed margin 
between gross and cost of business 
from which evervone in the concern 
receives his pay 

lhe salesman who wants seriously 
to increase the profits from his oper 
ation needs to classify himself. Is 
he one of the relatively new men in 
the electrical wholesaling field—one 
of the many hundreds of capable 
young men who have come into the 
business or been moved up in the 
If so, he 


ranks since the war? will 


ELECTRIC 
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agree that he still has much to learn 
Or is he one of the “old-timers” who 


was forced to throw all considera 
tion of costs to the winds during the 
vears when his first duty was to aid 
the war etfort. If so, 


agree that there is much to re-learn. 


most will 

\ny analysis of lowering sales 
costs shows that there can be only 
two practical objectives for the sales 
man who already knows his products 
1. To save 


and knows how to sell: 


money by costing less to produce the 


same volume : 2. 


lo save money by 
producing more volume at the same 
The result is the same, but the 
approach is different. 

Economy, like charity, begins at 
home. Before any salesman can re- 
duce his costs in the field he can 
save on what it costs the concern to 


cost 


handle his orders. Operating miles 
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wholesaling, traveled 





from the office with a thorough 


knowledge of the oftice and ware 


house procedure catalog desk, or 
der filling, 
rials 


inventory control, mate 
handling, 
credit, ete. 
into the company’s well-planned pro 
that 
order he takes, every memo he sends, 


shipping, 
can make his work fit 
cedure in such a 


Wwa\ every 


every request he makes, costs a 
minimum for handling. 

Lest salesmen consider this a trite 
approach to savings, let them con 
sider when they last took some spare 
time to refresh themselves on office 
procedure--or re 
called 
recently to explain a memo or an 
order number or asked if a particu 


lar order had to go out this way 


and warehouse 


member if they have been 


instead of the usual pre cedure. Post- 


war wholesaling operations have 
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KNOW YOUR INDUSTRY, Messina keeps up-to-date on everything that affects elec- 


trical 


1,000 miles to regional NAED meetings, gets much 


information from seeing as many mfgrs’ representatives as possible. 


.... At Lower Cost 


By Howard J. Emerson 


been undergoing constant changes 
in office practices through additions 
of new cataloging and filing systems, 
office machinery and inventory con 
trols. Warehouse practices have been 
improved with new materials han- 
dling equipment, new types of stor- 
age facilities. The top flight sales 
man will always keep on his toes to 
keep up with changes in procedure. 
The who doesn't, has to 
rely on the not uncommon expres- 
“Well, I put it 


usual way.” 


salesman 
sion, through the 
Money not spent un 
necessarily by the office or ware 
house in handling a salesman’s or 
ders is 100 percent profit all around 

But the salesman can be right in 
saying that some of that responsibil- 
ity is on the shoulders of manage- 
ment. Salesmen are often justified 


in saying, “Why didn't somebody 
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tell me’ when sudden changes are 
made while the salesman is out in 
the field or when changes are a mat 
ter of policy rather than the physical 
changes which an alert salesman can 
see on his own. 

One of the healthiest trends in 
the electrical wholesaling industry, 
and one that will prevent most “| 
didn’t know it” 


ly add to savings by the salesmen 


situations and great 


is to give the salesmen a closer look 
at the business management of the 
regular intervals. The 
trend is spotty throughout the coun 
try, but it 1s well on its way to popu 


concern §$ at 


larity. The day when even the most 
valued wholesaler’s salesman didn't 
know 


whether the company 


making money or going broke except 


Was 


by the temper of the boss, may well 
be on its way out. The result will 
be the development of salesmen op 
erating in the field 
sounder business sense at a consider 


with much 
able saving to the company. 
Wholesaler management is ap 
proaching this enlightenment of the 
salesmen in one or all of three ways 
(ne of the most common is to bring 
all salesmen into 


conference with 


management before any change in 


policy or practices. Not only, says 
one wholesaler, does this enable the 
decision to be based on sound think 
ing from the field, but it results in 
establishment of policies that sales- 
men put into practice readily and 
with complete understanding of the 
whys and wherefores. In another 
concern where such conferences al 
ways precede the selection of a new 
product for the company’s line, a 
that 
the boss trom stocking many things 


salesman reports “we've kept 
which we knew were dogs, and we’ve 
got him to take on products which 
he wasn’t sure of but which we knew 
we could sell.” The result to the 
company has been a lowering in 
sales costs per item handled, and an 
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increase in volume without added 
sales costs 
Indicative of further trend toward 


making the salesmen more efficient, 


and making their operations less 
costly is a wholesaling concern that 


has regular conferences with its 


salesmen, opening the books for 


them to see how the company ts 


doing. These salesmen know where 
the costs are and are better able to 
save money for the concern hey 


can see what products are profitable, 
which lines make the most money tor 
the company. ‘| hey can see, too, why 
certain policies have been set down 
and why they must tollow them 

lor example, the most recent 
this 


excessive volume of returned goods 


problem. for concern was. the 


\s the market tightened, contractors 


~ 


with overstocks or “bad guesses” 
were putting pressure on wholesal 
ers’ salesmen to take back larg 
quantities of electrical supphes. This 


wholesaler met with his salesmen, 
explained the problems and costs 
involved in taking returned goods, 
and showed examples from the con 
pany books 

whole 


()n the basis of this. the 


saler was able t establish policies 
concerning returned goods 


that the 


policies 

understood thor 

the, 
held 


less ¢ hance ot 


sales 1] 


oughly and which could put 


Into practice in the with less 


hesitation and with 


alienating the customers for future 
business 

\nother wholesaling concern that 
is noted particularly for efficiency of 
operation and considerable financial 
success has taken its salesmen fur 


ther mto the details of the company's 


operation. [Every month each sales 
nan receives a sheet which shows 
him 

Potal number of accounts in his 


territory 
Number of 
month 


calls he made that 
\verage time he spent per call 
His gross sales for the month. 
\verage sale per call 
His total expenses for the month 
\verage expense pet call 
\verage company 
call 


\verage 


overhead per 


gross profit to company 
per call 

\verage sale per account 

\verage cost per account 

Hourly cost to company per hour 
of salesman’s work 

\nother wholesaler is reviewing 
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KNOW YOUR PRODUCTS, before selling begins, before customers ask questions 


® about them. 
application. 


Zimmerman 


Messina studies every new product, every change in design and 
Above, he checks new Allen-Bradley pumping plant panel with Jim 
right, warehouse manager for Buckles-Smith Co. 





5 SAVE YOUR TIME by "planning the day the night before,” 
. 


by having an eco- 


nomical routing of the territory that considers customers’ frequency of buying, 


types of purchases, volume of business. 
dealer-contractor Pfeiffer Electric Co. 


each account every three months 


with the 
discuss their progress with the cus 


salesman Pogether thes 


tomer, note whether volume from 


this account 1s going up or down and 


le amount ot 


1 
} 


if it is in relation to tl 


work which the customer is han 
dling If it is obvious that this 
wholesaler is losing business to com 


petition, remedies are sought 
Wholesales 


work out a plan that will provide for 


and salesman often 


viving a particular customer special 
attention that will increase volume 
In some these studies have 


Cases 


shown that the trouble 1s a person 
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Messina arrives on schedule at San Jose 


ality. conflict between the whole 


saler's salesman and the customer 
not wilful but existing nevertheless. 
The who'esaler’s 


solution has been 


to change salesmen, even when. itt 


means that one man will have an 
account inside another's territory 
Phe result has been very success 
ful im improving relations with sucl 
accounts \s an overall! practice, 
this regular joint study of each cus 
tomer has greatly improved the ef 
heiency of the salesmen in the field, 
enabled them to time and 
money by knowing where to con- 


centrate extra effort to build volume 


Save 


1949 


December, 














KNOW YOUR OFFICE. 


€* 





Keeping up-to-date on the company's methods of billing, 


® inventory control, pricing, cataloguing, etc., saves time and money in the field, 


contributes to company's efficiency. 


Messina is briefed on pricing by office manager 


Roberta Moulton, right, and bookkeeper Mrs. Loughlin. 





SAVE THE CUSTOMER'S TIME by planning the sales call before it is made, re- 
viewing subject of last call, types of recent orders, new business in the customer's 


job area. Messina has prepared for this call with Pfeiffer manager George Tate, left, 


has brought special literature for his use. 


and profits for mutual advantage. 

In all the above cases, the ability 
of the salesman to increase profits 
through 
much on the initiative or 


lowering costs depends 
Cc Ope}ra- 
tion of the wholesaler management 
Zut the efficient salesman realizes 
that most of the time he is on his 
own—that, told 
what to do, he does it by himself 
and with considerable control of his 
actions. Whether these actions are 
profitable, or whether they are han- 
dled in a manner in which the cost 
approaches the possible profit, is up 
to him. 


even when he is 
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Successful salesmen have long 
known that they can save money in 
the more efficient use of their time. 
When every minute counts, costs go 
down. When more calls are made, 
volume goes up, costs stay low, prof 
its can be larger. 

Dut 
salesman’s time often is made up of 
little things—little practices 
that often can be overlooked by the 
salesman’s need to focus his overall 
view on volume. It is in these little 
things that many of the newer sales- 
men and many. of the older ones still 


effected by wartime practices, have 


the more efficient use of a 


many 
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to become more proficient if they 
want to see their personal efforts 
produce more profits. 

First on the minds of almost 
every salesman and wholesaler inter- 
viewed was the realization that “or 
ganization of the salesman’s terri 
tory and planning of his time can do 
more than anything else to reduce 
sales costs.” Planning coverage of 
a territory, balancing calls on all 
tvpes of 


customers, frequency of 


calls, geographical routing, ete., so 
that a pattern permits the 
most efficient and most effective cov 
erage of 


basic 


a salesman’s territory al 


ways has been a “must” in whole 
saler operations. 
Yet the last 10 vears have seen 


that routing system destroved first 
by the requirements of war industry, 
shortage of goods and _ scarcity ot 
salesmen, and second by slowness in 
the reconverting of wholesaler oper 
ations to normal peacetime efficiency 
hecause of a high volume of over 
More rigid 
routing of each territory is one of 


the-transom orders 
the first requirements in any attempt 
to lower sales costs 

Most of the factors that the sales 
man and 


his would 


have considered prewar in planning 


Management 


a territory coverage still eXist, plus 

certain factors resulting from war 

time and postwar conditions 
Nowhere is more thorough analy 

a al 

needed 


SIS each customer and 
than in 


man’s calls. 


prospect 
the 
The salesman must be 


routing sales 
able to judge his customers not only 
for their but 
He 


know as far as possible how much 


present 
potential 


volume, for 


their volume. must 
of the customer’s total purchases of 
electrical goods he is getting, which 
of the competition is getting the 
rest, and he should be able to esti 
mate his chances against this com 
petition. The answers will guide 
his decisions in the frequency of 
calls on the account and the amount 
of time he is justified in spending 
with it. It saves him time and saves 
money for the wholesaler when the 
salesman’s time is scheduled on the 
basis of potential volume 

One salesman, for example, found 
in studying his territory, that he had 
made 45 calls on an ; 
which 


account trom 
got $2,000 gross volume 
during the same period in which he 
made 48 calls on an account which 
provided $16,000 in volume. Exami- 


nation of the potential for each ac- 


he 
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count showed that there was practi 
had 


His new routing elimi 


cally no more business to be 
from either. 
nated two-thirds of the calls on the 
small During the 
equal period, volume from each ac- 
count had 
dollars of the first period. The sales 
that 


time for 


account. next 


remained within a few 


loss) from small 


man at no 


customer, had obtained 


30 calls on other customers and 
prospects. 

In this same process of re-routing, 
the salesman was able to pick up 
time for many more calls by check 
ing on the number of times each 
He found 


that some ordered every third call, 


customer ordered goods. 


some every second call, others or 
dered every time he showed up. Re 
routing with that in mind brought 
him to many customers only around 
the time when their type of opera 
tion made it probable that they 
would buy 

that attention to the 


of a customer's buying 


It is likely 
frequency 
will be one of the most important 
and 


two 


considerations for salesmen 


wholesalers during the next 
vears, if they want to lower the cost 
per salesman’s call and increase the 
profit per order \ progression ot 


changes in the buving habits of 
dealers, contractors and industrials 
will make this necessary. 

\t the war’s end, most customers 
whole 


When 


voods reached full supply, the trend 


hought everything that the 


saler would let them have 
was toward piecemeal buying to pre 


vent getting stuck with unknown 
brands of goods, and because of a 
declining price market. With a lev 
eling of prices, a general stabiliza 
tion of dealers’ and contractors’ mar 
kets, and a return of quality goods, 
establish per 


sonal buying habits better adapted 


most customers will 
to their own type of jobs and to their 
physical and financial ability to han 
The alert sales 
man will have to know the facts for 


dle their business. 


each customer if he is to route his 
calls so that they produce maximum 
volume at minimum sales cost. 


Saving at the Customer's 


\ well-planned route provides the 
pattern for a salesman’s daily opera- 
tions, but it doesn’t guide him once 
he’s inside the door. 
Those salesmen who believe that the 
selling will take care of itself once 
the “Hi Ya" and “How's things” is 


customer's 
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7 SAVE THE EXTRA MINUTES. When regular business is over salesmen get in a 
Messina closes 


® free pitch on some new product, new model or competitive line. 


his call on Tate with short discussion of newly-arrived BullDog ‘Pushmatic’’ breaker box. 


over, need the advice of one very 
successful salesman who echoes the 
words of hundreds of others in say 
ing “plan the day the night before.” 
\ few minutes spent in planning the 
next dav’s work, after the evening 
paper, or while the wife is occupied 
with overnight facial preparations, 
can increase greatly the effectiveness 
of every minute the salesman spends 
in a customer's office the next day. 

\ glance over the report of the 
last call 
ory on what are each accounts cur 
\Was there 


anything that came up last time on 


a refreshing of the mem 
rent and potential jobs 


which the salesman can bring more 
Has he 
picked up any rumors regarding a 
last 
interested 


information or literature ? 


customer's business since the 
call that he’s 
in? What new calls can be squeezed 


any robs 
in tomorrow : 


Into such daily planning, the ex 
perienced wholesaler’s salesman says 
time 
of dav to call on each account. While 
it may 


all the 


others it 


must go a knowled 


ban! 


ge of what 


not matter on two-thirds of 
calls, with = the 
be the difference be 


salesman’s 
may 
tween always seeing the customer 
\lthough 
buvers of electrical 
goods which set down such rules as 


and always missing him. 
there are few 
between 9 and 
10 A.M.”, there are practical times 
to call on certain customers 


“salesmen seen only 


times 
based on the salesman’s knowledge 
of the customer's habits. 

Some contractors make it a prac 
tice to go out to their jobs early in 
the morning to get evervthing run 
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ning smoothly before coming to the 
shop. Others make the shop first, 
jobs. later. \ 
small but important notation on the 
futile 
save waiting 


vO out to supervise 


salesman’s records will save 


calls, save call-backs, 


time, and save money. 
Saving While Waiting 


More 
saved by making use of spare time 


time and money can_ be 
This has long been done by experi 
enced salesmen by slipping in extra 
calls between scheduled customers, 
and by effective use of waiting time 
at a customer's shop 

\lmost all will include 


in their routing calls on major pros 


salesmen 


pects which the house is trying t 
“break.” But there are other pros- 
pects which many salesmen can in- 
clude to advantage as fill-ins—usu- 


ally the marginal accounts whose 
volume per order or frequency of 
ordering may not always be suffi 
cient to warrant scheduled calls, but 
which often develop into profitable 
business when called on in time that 
wasted. One 
tvpe of goods that is being sold prof- 
itably on unscheduled calls 
refills of 
plugs, fuses, cord sets, ete., for the 


otherwise might be 


these 
is counter merchandise 
wiring devices counter in small hard 


ware stores, 


rural 
and lumber yard 


variety stores, 


general stores, 
home supply concerns. 
Many 


show 


wholesalers’ salesmen 


can 


how much time 


and money 
they have saved by not making cer- 
tain calls. Most call report records 


show the tendency toward frequent 
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SAVE THE SPARE TIME and lower sales costs. 


Ne ee 


- 


When Messina has to wait at a 


® customer's, he uses the time to visit with men in the shop, building good-will, 


learning more about the jobs. Above, left, 


and lengthy calls on the salesman’s 
personal friends among his custom 
While the development and 
maintenance of personal friendships 


ers. 


is a proven asset, this can also be- 
come a liability when abused. 
Hours spent discussing baseball. 
fishing or women with dealer or con- 
tractor customers may develop each 
participant's general knowledge, but 
they are overrated as a builder of 
dollar volume 
salesman. 


for the wholesaler’s 
So, too, is the practice of 
scheduling a day's calls so that the 
customer just before lunch happens 
to be a personal buddy. When these 
calls develop into lunch and a few 
drinks, the call ends around 3 o'clock 
with, as one wholesaler describes it, 
“the afternoon shot and the salesman 
half-shot.” 

Nevertheless, the judicious use of 
entertaining, whether it is a cup of 
coffee, lunch or dinner, has its place 
in the salesman’s planning. He 
saves money when he plans his enter- 
taining with careful consideration of 
more business or new business—he 
doesn’t save money by cutting out 
entertaining altogether. 

A tendency of wholesaler manage- 
ment recently to make its first at- 
tempt at cutting sales costs by cut- 
ting out the salesmen’s allowance for 
entertaining, or other legitimate ex- 
pense, has been deplored by many 
experienced men. 

One of the nation’s most success- 
ful electrical wholesalers said re- 
cently: “Wholesalers making 
a mistake in cutting down on sales- 


are 
men’s expense accounts. .\ny cut- 
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is foreman Vic Pfeiffer with Messina. 


ting should be on the executives’ 
expenses, for it is the salesman who 
produces the business and who turns 
his expense money into dollar vol- 
Wholesalers should show the 
the 
money wisely, not take it away from 


ume. 
salesmen how to use expense 
them.” 

Another wholesaler recently called 
showed them that 
they were not doing enough enter- 
taining—that the business 
and the pressure of work was mak- 
ing them neglect the wise applica- 
tion of a little entertaining here and 
there. 


in his men and 


rush. of 


To the saving of sales expenses 
by being better prepared for each 
minute of selling by practical rout- 
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ing of the territory, by planning of 
the day’s work, by making every 
minute count, by using 
for extra calls, can be added one 
additional money saver — making 
each call do double duty. When a 
scheduled call has been made, the 
selling done, the order taken, the 
cost has been taken care of. 


spare time 


Any- 
thing else accomplished on the call 
is done at little or no sales expense. 

Many salesmen have found consid- 
erable success in having with them 
on almost every call, either a new 
item that has added to the 
wholesaler’s line, a newly introduced 
model of a standard product, or a 
product which the records show this 
customer is not currently buying 
from this salesman. 


been 


These items al 
ways take second place in the sales 
man’s call, never brought up until 
the regular business is over—intro 
duced as an afterthought just before 
the 
enced 


salesman leaves. One experi 
recommends — this 
practice, but warns the new sales 
men to not let their enthusiasm for 
the extra product overshadow the 
main business of the call. 

\nother estab 


lished a practice for his salesmen 


salesman 


wholesaler has 
which is saving money for the con- 
cern, .All paper work is done right 
at the customer's desk—any request 
that the customer has which would 
require the actions of someone at 
the wholesaling house, any griev 
ances he may have, questions re 
garding billing or discounts which 
require checking office records, ete., 
are written down by the salesman on 
a sheet of paper while the customer 
expresses them. As the salesman 
leaves the customer's shop he must 
put this sheet in an envelope and 
drop it in the nearest mailbox. The 
wholesaler and the salesmen have 
found that this practice has resulted 
in greater accuracy, in quicker ser 
vice on the requests or complaints of 
the customer, and it eliminates the 
chance that the salesman will forget. 

Most of these are general prac 
tices which have proven to increase 
profits through lowering sales costs, 
but it is also well for most salesmen 
to analyze their own personal habits 
sufficiently to determine where they, 
as individuals, can save on their cost 
of operation without hurting their 
sales efforts. When they do that, 
they will have made one more step 
toward improving their chances for 
success. 
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ERTIFIED BALLASTS 


2 Do customers complain that fluorescent tubes in your fixtures 
seem to burn out too soon? Perhaps the trouble lies in the ballast that operates them. 


One of the advantages of CERTIFIED BALLASTS is that they assure Fu// Lamp Life. 
Leading fluorescent tube manufacturers recognize that CERTIFIED BALLASTS in a fixture 
are evidence that full rated tube life should result. 


Other worthwhile advantages of CERTIFIED BALLASTS include: Rated Light 
Output and Long Dependable Performance. 
CERTIFIED BALLASTS are made to exacting specifications, then tested and certified by 
Electrical Testing Laboratories, Inc., an impartial authority, to assure best 
operation of tubes and ballasts. 


Oo DO 


Your fixtures sell more readily—give greater 
customer satisfaction—when they are equipped 
) with CERTIFIED BALLASTS. 


ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








CERTIFIED 


ZH 
SPEC. NO. 6 
mHIGH PF 






2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Don’t Squint at Lightin 


By H. H. Brenan 








NE week from tomorrow, Oc 
tober 21st, is the 70th Anni- 
versary of the birth of the 

Electric Light. It is therefore ap- 
propriate that the subject of lighting 
be included on this program. 

You have undoubtedly noticed, in 
your copy of the meeting program, 
that I am to talk for 30 minutes on 
the subject of lighting. While light- 
ing is a most interesting story... 
while lighting is extremely beneficial 
to everyone...actually the basic 
principles of lighting can be told 
very briefly, and here they are: 

Lighting must be adequate! 

Lighting must have direction! 

Lighting must be glareless! 

Yet if you were to peer into the 
windows of homes in any of the 
towns or on the farms of America, 
you will find lighting that is any- 
thing but adequate. ..directional.. . 
glareless. . . definitely 
seeing levels! 

Why is this? Well, any lamp o1 
fixture retailer, or electrical con 
tractor will tell you that they have 


below safe 


never yet had a home owner call and 
tell him they want to relight their 


entire home. .\ store owner. . . office 
owner...school administrator. ..or 
a factory man...yes, but a home 


owner never thinks of doing it. In- 
stead he'll say, “My eyes hurt. I 
guess I'll go and get a new pair of 
glasses.” 

Since the old home owner doesn't 
do it. ..let’s look at the new homes 
situation for it is there that retailers 
and contractors have wonderful op 
portunities to sell and promote 
planned lighting for the entire home 

.and eventually “use the user” to 
sell the existing home market. 

Not long ago an article in a trade 
magazine stated that a home, which 
costs between nine and ten thou 
sand dollars to build, usually has a 





Manager, Residential Sales Dept. 
Pennsylvania Power & Light Co. 


Allentown, Pa. 


fixture allowance of $35 and that if 
you could sell $50 or $60 worth of 
fixtures in a home valued at less 
than $10,000 you are indeed a good 
salesman. Frankly, we didn’t be- 
lieve that statement. So we con- 
tacted a leading architect in our 
area on the subject. He went over 
his records and here are some of 
the astounding things he told us. 

In a new 1'% story small home, 
which cost $19,500 to build, the fix 
ture allowance was $160. This is a 
completely modern all-electric home. 
The plumbing cost $2,185. The 
heating $1,065. The house was wired 
according to today’s practices and 
yet the total value of the electrical 
contract was only $580, or less than 
3 per cent of the budget. Out of this 
electrical contract, $160 was allowed 
for fixtures. Less than 3 percent of 
the total cost of the home went for 
electric wiring and considerably less 


than 1 percent of the total cost of 
the project for lighting fixtures. 

In another, more expensive home, 
costing $36,000, the plumber and 
got $4,500 for 
their work, but the total electrical 
contract was only $1,090, just exact 


heating contractors 


ly 3 percent of the building costs. 
And of this $1,090, $250, or 34 of 
1 percent went for lighting fixtures 

Did you know that it costs about 
$275 just to set the tile in the aver 
age bathroom ? Yet the average 
housewife and home owner is willing 
to pay twice as much for tile in one 
hathroom where they spend but a 
comparatively few minutes each day 
than they are willing to pay for the 
lighting fixtures for the entire room. 

What does it all mean? It means 
that plumbers, heating contractors 
and tile setters are better salesmen 
than you and I. Better salesmen in 
fact than the entire membership of 





“MODERN LIGHTING, as now available, is the sum total of a number of differ- 
ent things—new types of lamp bulbs, new designs in portable lamps, new fixtures, 


and most important, new understanding on how to use them 
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.” G.E. photo. 
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DON’T SQUINT AT LIGHTING (continued) 





By i on oily 
THREE CEILING LEVELS were constructed at Union Supply and Elec- 
tric to display the various types of pendant and ceiling mounted fluorescent 
fixtures. This large fixture showroom displays both the slimline and con- 
ventional 40-watt fluorescent types of fixtures, constructed of all metal and 
glass, metal and plastic, totally direct, semi-direct, etc. 


= > & 


THE MOST EFFECTIVE DISPLAY AREA of all is the one showing the 
living room, dining room and den fixtures. This room, 27 ft. by 17 ft., is 
surrounded by small cubicles approximately 2 ft. by 2 ft. by 6 ft., each 
papered with a different design. The paper and fixtures in these 24 differ- 
ent booths were carefully selected to show the proper relationship of fixture 
and wall paper design. 











How one wholesaler builds 
sales with lighting displays 


O INCREASE lighting fixture 

sales, the Union Supply and 

Elec. Co. of Charlotte, N. C., 
constructed special lighting fixture 
displays. These displays demon- 
strate the various types and systems 
of lighting. 

Louver grids—One display shows 
an installation of 4-inch square, 
aluminum louver grids; a display of 
2-inch square, baked enamel grids: 
and one display of 2-inch square, 
plastic grids. The lighting above 
each is the same. This provides an 
opportunity for the electrical con- 
tractor to assist his customer in se- 
lecting the type of ceiling most suit- 
able for his needs. 

Troffers—In addition, four types 
of troffers supporting fibre glass 
acoustical ceiling tile is demon- 
strated. These troffers, mounted in 
continuous rows on 6 ft. centers, are 
the dished lense-type troffers, the 
flat diffusing glass units, egg crate 
louvers, and baffles. Here again the 
appearance and effect of these vari- 
ous types may be carefully analyzed 
by the prospective customer. 

Pendant-mounted fixtures An 
other display shows pendant mount- 
ed, four-tube, 425 M.A. fixtures 
wired to have two lamps in each row 
of fixtures controlled by separate 
switches. This arrangement shows 
the possibility of obtaining two lev- 
els of illumination without cutting 
off alternate fixtures. 

Industrial lighting—The  indus- 
trial lighting equipment is displayed 
over the city counter area and be- 
tween stock bins. Samples of con 
tinuous row lighting, open and 
closed industrial units, and louver 
equipped industrial units are dis 
played. 

Residential lighting— The residen 
tial showroom area is departmental- 
ized by the use of various wall paper 
designs and ceiling treatment. Bed- 
room fixtures are displayed against 
a floral wall paper; and kitchen and 
bathroom lights, brackets, and medi- 
cine cabinets are displayed in a 
separate area 
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industry...and_ that 
includes manufacturers, retailers, 
wholesalers, contractors, electrical 
leagues and the electric service com- 
panies. 

There is, for instance, the lamp 
bulb retailer who is primarily inter- 
ested in sales and profits. Yet he 
neglects to profit by the fact that 
every home needs lamp bulbs. . .that 
everybody goes to some store sooner 
or later to buy lamp bulbs...and 
that when a customer does come into 
the store to buy lamp bulbs a mere 
suggestion will often result in a 
sale of sight-saving sized bulbs tor 
immediate use and 
What’s more, the customer is also 
exposed to follow-up sales pitches 


the electric 


several spares. 


on any number of profitable appli- 
ances ! 

The portable lamp and_ fixture 
retailer is interested in the sale of 
lamps, but nine times out of ten he 
sells stands and shades. . . practically 
everything but the one basic thing 
a lamp is designed to do. . .give light 
to the user 

The electrical contractor 1s inter- 
ested in installing wiring. ..but all 
too often he installs only as much 
or as little as the architect or home 
owner specifies to accommodate a 
barely adequate number of lamp 
bulbs, convenience outlets or appli- 
ances. 


buy 


The customer is interested in 
ing light...but rarely does because 
often than not he 1s 
whelmed by the borax lamps with the 


.or buys 


more over 
usual quota of gimmicks. . 
lamp bulbs that are woefully inade 
quate for the particular job for which 
he wants them. 

At the same time. ..the lamp bulb 
manufacturer is interested in pro- 
ducing lamp bulbs with high eff- 
ciency, long life, low The 
lighting engineer is interested in 
artificial light. . .how much is needed 
to do a particular job. ..how it can 
.and how to eliminate 
or reduce glare. The electric com 
pany is interested in better light 
sources because as a public servant 
it has the responsibility of advising 
and instructing the public in services 
that are beneficial and helpful. The 
Electrical League is interested in co- 
ordinating the activities of appliance 
and equipment distributors, retailers 
and electric companies for individual 
and collective benefits. 

The job now is to correlate all 


cost. 


be directed. . 


these points of view into a solid, 











FLUORESCENT LAMPS behind window cornice are fast becoming a popular 


feature of overall as well as 


Westinghouse photo. 


unwavering front. It's much like 
the story of the snow flakes. While 
they’re tumbling down from. the 
skies by ones and twos, these little, 
brittle snow flakes are easy to brush 
from an arm, hat or coat. 


they fall en 


But when 
; masse, they are quite 
likely to form unpossible drifts. 

My appearance here today is to 
some ideas on lighting 
which you, as representatives of the 
National Association of Electrical 
Leagues, can take and use in binding 
together the various sales forces in 
your particular localities. 

Modern planned lighting, as it 
concerns the home, 


safe and healthy. 


give you 


makes homes 
..increases work 
and 
makes interiors beautiful to look at, 
However, unlike 
an electric range or a home freez 
er modern lighting doesn't 
wrapped up in a neatly definable 
package. Modern lighting, as now 
available. . .and here to stay. . .is the 
sum total of a number of different 
things—new types of lamp bulbs, 
new designs in portable lamps, new 
fixtures, and most important, new 
understanding on how to use them. 

Modern lighting does more than 


ing efficiency at home tasks... 
pleasant to live in. 


come 
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decorative 


illumination in residential lighting. 


merely provide light for reading, 
knitting socks, studying, or getting 


Modern 
lighting balances local lighting with 


a better look in the mirror 


general. ..direct with indirect, in a 
plan that eliminates sharp contrasts. 
and harmful glare and shadow. Mod 
ern planned lighting saves eyes and 
protects health as 
does electric refrigeration or home 


generously as 


freezing, electric cooking or water 
Modern planned lighting 


highlights the lines of furniture... 


heating. 


accents colors...the beauty of 
-rounds out pleasant, con 
venient, comfortable electrical living. 


\nd, all this adds up to a potential 


homes. . 


lighting market of at least four times 
the uses now employed in the aver 
age home. 

Authorities tell us that more than 
SO percent of all our knowledge is 
gained visually. . .through the power 
of demonstrations, pictures and so 
on. And, this applies to everything 
sold. 

In 1945 our company conducted 
a Residential Future Planning Sur 
vey. The survey indicated that one 
out of every six of our customers 
planned to make some changes in 
the home lighting. Why? Here are 
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their reasons: 


[To improve lighting. 56.7 % 
[fo improve appearance 31.1% 

© a 
Miscellaneous reasons. 95.2% 
These answers were most inter- 


esting to us. They were and are 
proof positive that more than one 
half of the homemakers who planned 
to change their lighting 
improve present lighting conditions 
Improved lighting is, therefore, the 
dominant buying appeal. ..one that 
will be satisfied only as more and 


wanted to 


more lighting industry factors ac 
tively promote Certified 
Lamps and Planned Lighting. 

Even more 


and sell 
conclusive as proof 
of the tremendous possibilities in the 
field of lighting is the retail value 
of incandescent lighting equipment 
and in 
totaled 
I'luorescent 


commercial 
1947. It 
dollars 

sold in the 
represented a retail 


Together, therefore, 


residential, 
dustrial. . 


$259 


.sold in 
million 
equipment 


Salhie year 


value of $192 
million dollars 
the total 


Huorescent lighting equipment sold 


value of incandescent and 
in 1947 represented a retail market 
value of $451 million dollars. And, 
that include the value of 
lamp bulbs and 


does not 
fluorescent tubes 
sold during the same year. 

Nearly a half billion dollars worth 
of lighting 


equipment business 1s 


nothing to squint at. Vacuum clean 
ers have been and continue to be a 


big profit item to most retailers and 


vet the dollar value of all the vacuum 
cleaners sold in 1947 was only $281 
The dollar 
tric ranges sold in 1947 was $276 
The 
frigerators sold in the same year was 
$816 million dollars. 

\nd, incidentally, speaking of the 
value of refrigerators sold in 1947, 
this $816 million dollar business in 


million. value of elec 


million. value of electric re- 


creased the saturation of electric re 
frigerators by only 2 percent. Proof, 
therefore, of the existence of a huge 
replacement market over and above 
new business. And the replacement 
market is just as important a factor 
in the sale of lighting equipment as 
in other home appliances! 

Of interest to those concerned 
with particular j 
lighting equipment, it is interesting 
to note that the sale of 


classifications of 


residential 
types of lighting equipment sold in 
1947 amounted to $252 million, or 
56 percent of the total of $451 mil 
lion. Commercial lighting equipment 
sold in that year was the next most 
valuable with sales amounting to 
$101 million, or 22 of the 
total. The retail value of industrial 
lighting equipment sold was $77 mil 
17 percent of the total sales, 


per ent 


lion, o1 
while other types of lighting equip 
ment amounted to $22 million or 5 
percent of the total. 


So vou see that while many fac 


tors in the lighting industry 


unlimited 


o1ve 


consideration to 
industrial 


almost 


commercial and installa 





CONTINUOUS ROW FLUORESCENT LIGHTING across top of wall unit 
illuminates knicknacks on top shelf and flowers below; lighting behind plastic 
panel at left highlights wall picture and furnishes additional area lighting; book- 


case lighting illuminates picture above as well as books below. 
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tions, and they do represent huge 
markets, make no mistake about 
that, still residential lighting actually 
represents the greatest dollar volume 
and profits. 

As I mentioned a little while back, 
lighting industry studies indicate 
that every home can use at least 
four times the lighting it now has. 
Therefore, if the current value of 
lighting equipment in every one of 
the nation’s 35 million wired homes 
was estimated at $100...and each 
customer was sold four times the 
lighting he now has....notonly would 
every American home be a Sunshine 
Home...but some 10.5 billions of 
dollars would pour into the tills of 
American addition, 
and estimating the wiring necessary 


businesses. In 


to install this added lighting equip- 
ment at $100 per home, the potential 
business for electrical contractors is 
at least 3.5 billion dollars. 

The need of American families 
for modern lighting presents a real 
challenge to us. It offers those of 
us in the lighting business a definite 
opportunity to help these folks to 
see the light with light to see. 

The promotion of planned lighting 
is a two-way job. Local retailers 
must be told and shown and sold 
on the values better lamps and 
lighting fixtures hold for them- 
selves and their public. At the 
saine time, the public must be awak- 
ened to the increased advantages 
and benefits of using modern light- 
ing. Only when these twin jobs are 
done, and done well, will the light- 
ing industry, as a unit, be on the 
road to fulfilling its obligations to 
their friends and neighbors. 

If you will put a dollar’s worth of 
effort into the pot.. .if the electrical 
contractor will put in another dollar 
of effort...the distributor and the 
retailer each still another dollar... 
the home building interests individ- 
ually each a dollar. ..and the elec- 
tric companies continue to spend 
several dollars worth of effort... 
and fire the many dollars of collec- 
tive effort with enthusiasm. . .close 
the lid, let these dollars cook for a 
moment...and when the lid is re- 
moved there is a huge return for all 
of us to share! 


*An address deliz 
Annual 


ered at the Fourteenth 
Conference of the International 
1ssociation of Electrical Leagues on Oc 
tober 12-15, 1949, at Cleveland. 
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SPEAKING: Bill Guy, Graybar Elec- 
tric Co., Chicago—Elected chairman 
for 1950. 


HE meetings of the Chicago 
Electrical Wholesalers Asso 
ciation and The Lake Michigan 
Club, held at the French Lick Hotel, 
French Lick, Indiana, 
14th to 19th, were so completely 
reminiscent of the old “jobber” 


September 


meetings that a good many of those 
in attendance were prompted to be 
wail the fact that today’s conven 
tions of the national association were 
so “big” that much of the oldtime 
good-fellowship and just plain visit 
ing were just simply lost in the big 
shuffle. 

There was plenty of “visiting” at 
French Lick and “jobbers” and man 
ufacturers had plenty of opportunity 
to iron out difficulties or get lined up 
for future cooperation, and yet the 
meetings provided a_ substantial 
background of valuable sales-build 
ing and constructive material that all 
those present could use to advantage 
on their respective jobs. 

With D. R. Cohen, president and 
general manager of Glasco Electric 
Company of St. Louis acting as 
chairman, the business sessions were 
handled smoothly and in strict ad 
herence to the very tight time sched- 
ule that the extent of the program 
made necessary. 

After the chairman’s very appro 


CAMERA (LICKS 


At Lake Michigan Club Meeting 





SPEAKING: N.J. MacDonald, vice 
president, The Thomas & Betts Com- 
pany, Elizabeth. 


priate speech of welcome, N. J. 


MacDonald, vice president of The 


Thomas & Betts Co., Inc., and exec 
utive chairman of the Adequate Wir 
National Elec 


Manufacturers Association, 


ing Division of the 
trical 
delivered a most inspiring address on 
the subject, “What Better Electrical 
Living Means To Our Industry and 
The Public.” 

**Mac”’ 


job in exploring all the possibilities 


really did an outstanding 


of the subject so thoroughly that 


many of heard him, 


wished that printed copies of it might 
be available right then and there so 


those who 


that they might take them home for 
distribution to their entire staff 

P, D. Parker, manager of the Gen 
eral Sales Division of the General 
Electric Lamp Dept. but best known 
to most of his audience as just plain 
“PD” painted a 
Opportunities in Lamps and Light 
ing’ that made the * 


picture ot “Sales 


jobbers” present 


wish that their whole sales. stafi 
might have heard it and—there 
probably were quite a few 


Manu 
facturers that wished they were in 
the lamp business when “PD” had 
finished. 

Just to show proot of some of the 
“opportunities” that “PD” had de 
scribed, he and an able staff of Nela 


December, 1949—-ELECTRICAL WHOLESALING 





SPEAKING: D.R. Cohen, president, 


Glasco Electric Co., St. Louis—1949 
chairman. 





SPEAKING: 


Fred R. Eiseman, Sr., 
president, Revere Electric Sup. Co., 
Chicago. 





SPEAKING: P.D. Parker, gen. sls. 
mégr., General Electric Co., Nela Park, 
Cleveland. 
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SITTING (left to right): Bill Watson, 
and Art Lubec—Arrow-Hart & Hegeman Flectric Co., Hartford. Conn 


Park experts dramatized new devel 
opments and new lighting tricks with 
lamps, that made some of the audi 
ence stare in astonishment 

O. Ired. Rost, editor of ELEcTRI 
CAL WHOLESALING, talked on “What 
Price Interdependence” and gave 
facts and figures to prove that no 
single branch of the industry can 
survive, much less prosper unless 
all the other branches are equally 
tied into the process 

He concluded his talk with a briet 
summary of where the electrical 
industry stands in 1949 and what it 
might reasonably expect of 1950 

True to the traditions of the “job 
bing” fraternity there was a golf 
contest for the coveted Dubsky-Me 
Cafferty trophy which last year was 
Phe 1949 


battle on a rather wet and soggy 


won by red Eiseman, Jr. 


course turned up [red Johnson, 
president and treasurer of the bog 
gis-Johnson [lectric Co. of Milwau 
kee, as the winner. So for another 
year the cup will remain in the 
hands of a member of the “jobber” 
tribe. 

At the close of the last session, 
eood old “Mac.” A |. MeGivern, 
who styles himself as “secretary” of 
the whole group, was given a unani- 
mous vote of congratulations and 
thanks for having once more “spark- 
plugged” a most successful and 
highly useful convention; and Wil- 
liam E. Guy, district sales manager 
of Graybar Electric Company, was 
elected chairman for 1950. 
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Harold Fonda, Mrs. Fonda, Haynes Everest, Mrs. R. L. Wildauer, R.L. Wildauer. 


. take time out to pose for the cameraman, Mr. Vail. 





VISITING: Alfred Byers (left), assist. mang. dir. and secretary, NAED: Chas. G. 
Pyle (center), managing director, NAED; and O. Fred. Rost. Editor. 


. Electrical 
Wholesaling. 





GOLFING: Sam Rosenthal (left), treas., and Chas. Weicensang, v.p., Hyland Elec. 
Sup. Co.; also Les Schoenbrod, pres., Electro Mfg. Co. 
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STANDING: H. Schwartz, Harlo Elec.; H. Semple, Emerson DEMONSTRATING: Alston Rodgers, General Electric Co., 
Elec.; D. Cohen, Glasco. Sitting: R. Wildauer, A-H&H; R. Nela Park, Cleveland, Ohio, stands in front of his company’s 


Smith, Econ. Fuse. equipment. 





RELAXING: R.L. Kempton (left), Edwards & Co.; H.L. DINING: C. Vail, United Elec.; J. Ingram, Bussmann; O.F. 
Everest, A-H&H; L. Jorgensen, City Elec. Sup.; Dave Dob- Rost; H. Fonda, A. Lubec, A-H&H; H. Bussmann, Bussmann 
kin, Dobkin Elec. Sup. Mfg.: B. Cohen, Glasco. 





L.L. Burress, All-Steel Equipment Co.; Mrs. Bur- 


CHATTING: A.J. McGivern (left), mang. dir., CLE.W.A. and SITTING: 
sec., Lake Michigan Club; and H.D. Roseth, pres., Co-Op Elec. ress; Earl M, Nelson, I,A. Bennett Co, 
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If a Customer Asks You 


How to Build Good Will 








VERY electrical contractor or 
appliance dealer plans at 
length to capitalize on the 
Christmas buying season as much as 
possible. In the rush to build sales 
and cater to the customer’s needs, 
a business man often overlooks his 


own chances for playing Santa 
Claus—to his employees and cus 
tomers. It’s not an easy problem 


to solve for there’s more to it than 
handing out a gift or expostulating 
a “Merry Christmas” if he expects 
his effort to build better employee 
and relations in the 
1950. 


customer 
months to come during 
Here are ideas that a number of 
electrical contractors and merchants 
used last year to maintain the propet 
Yuletide spirit and do the job satis 
factorily as well as economically. 
The first problem to tackle is the 
employer's relationship to his em 
ployees on the matter of a Christ 
mas gift. The most appreciated 1s, 
of course, the cash bonus. The cash 
bonus is advisable only when it can 
sufficient 
vorable impression. 


be of size to make a fa 


Here are some points to remem 
her when a cash bonus gift 1s con 
sidered : 

1. The amount might be based on 
length of service with the firm. In 
formula should he 


such cases the 


known to all so that no misundet 
standings will arise when differences 
in bonus payments are noted. 

2. Cash 1s preferred to checks as 
a gift and it is always wise to buy 
and 


have Christmas cards signed in ink 


special Christmas envelopes 


rather than printed 
3. The “boss” himself should be 
the Santa Claus except in a large 
organization. 

+. The 
week before Christmas itself is gen- 
then it 
can be used to buy last minute gifts 


cash bonus presented a 


erally most welcomed for 


that could not have been purchased 
otherwise. 
Where the firm’s budget is lim 


z 
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ited, cash is not as advisable as a 
merchandise gift. 
selection then arises and when effort 
is made to secure an individual gift 
for each employee the results are 
seldom satisfactory for no one can 
ever accurately judge what item to 
purchase. 

Merchandise gifts should always 
be something that everyone can use 
and those most often appreciated 
are such items as employees would 
not ordinarily purchase for their 
that 
luxury element. Such things as fine 


own use, 1. e., items have a 


foods, cheeses, fruits, candies, etc., 
fall into this category 
Ordering the same gift item for 
each employee is generally advisable 
when merchandise gifts are made 
as then the element of possible fa 
voritism is eliminated and the firm 
can secure an advantage in quantity 
purchase of the item from the source 
of supply. 
Hundreds of such items are on 
the market each holiday season so 
need be 


no specific suggestions 


The problem of 


made here; ample ideas and sug- 
gestions are offered annually by 
firms specializing in such gift pres- 
entations. 

Almost personnel 
roster has one employee adept at 


every firm’s 
wrapping Christmas packages; the 
purchase of special papers and rib- 
bons will entail little added expense 
and add a great deal to such com 
pany Christmas presents. 

(nother 
whether or not to plan a company 
Christmas party. Such an affair 
elaborate and formal or 
just an informal get-together on a 
The 


“office Christmas party” is an in- 


Christmas problem is 


may be 
selected afternoon or evening. 


stitution with many concerns and is 
looked forward to for many weeks. 
The firm that has never held such 
a party has been missing an excel 
lent goodwill builder. 

Such a Christmas party need not 
be an expensive affair and need cost 
the firm only a few dollars for re 
freshments or a limited entertain- 
ment. 


The spirit of the affair is 





4 GIFT FROM THE BOSS to the family creates good will for when the elec- 
trical contractor or dealer has an employee’s family rooting for him, he can be 
certain he has a good employee on his staff. 
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By Ernest W. Fair 


This Christmas .... 











what counts most and using the oc 


casion to celebrate a good year 
shows employer appreciation to his 
staff for what his employees have 
done to make that year successful. 

Any such party should always be 
an employee-run party; any speech 
by “the boss” should be limited to 
a few well chosen words of oreet 
ings and appreciation for the loy 
alty of his staff. 


been found that placing one or two 


Generally it has 


employees in charge of the firm’s 
staff Christmas party insures a well 
run affair and enjoyment and re 
laxation for all. The less ‘the 
has to do with the affair other than 
sponsoring it, the 
the party will be. 


7 s 
} 
DOSS 


more successful 
It has also been found that such 


parties are much more successful 
when limited to the firm’s personnel 
and their immediate relatives rather 
than opening the doors to one-and 


all. It 


affair. 


should never be a customer 


Every firm should have a Christ- 
mas tree not “nly for Holiday dec- 


orative effect but as part of the 
Christmas spirit within the organi 
zation. And where an interchange 
of presents is made at the firm’s 
Christmas party a Santa Claus is 
certainly in order. With one of the 
staff playing the old gentleman's 
role, there’s a great deal more fun 
at any firm’s Christmas party. 
There’s also the problem of good 


Any 


experienced employer knows. that 


will of employees’ families. 


when an employee’s wife or hus 
band has a high opinion of the firm 
for which he or she,works there is 
conflicting arguments 
about that person’s job in the fam 
ily circle. When the electrical con 
tractor or dealer has an employee’s 


seldom any 


whole family rooting for him he 
can be certain that he has a good em 
ployee on his staff. 

Hence it is always wise to con- 
sider, at Christmas time, the gift to 
an employee’s family as either THE 
Christmas gift or as something addi- 
tional if the firm has had a good 
vear. Such 


family presentations 





NO COMPANY CHRISTMAS PARTY is complete without a Santa Claus who 
distributes each gift personally and a likely Santa Claus, except in a large organ- 
ization, is the boss himself. 
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sell him on the idea that 
spreading the holiday 
spirit insures better em- 
ployee and customer rela- 


tions for months to come. 


should be made to the entire fam 
ily and delivered by an outsider and 
not the employer himself. The gift 
should always be that is of 
value to the whole family and not 


one 


just to parents, for example. 

There’s also the possibility of re 
membering customers, suppliers and 
friends of the business, local news 
paper editors and advertising man- 
agers, secretary of the chamber of 
commerce, etc.; all of them people 
who can in various ways help to 
ward a successful new year. 

Most 
inade through the use of calendars, 
printed letters. 
\gain, if it has been a ood year, 


such remembrances are 


fancy cards or 
the presentation of an attractive yet 
inexpensive novelty that will have 
a practical use with a card of best 
wishes from the firm will repay its 
cost in goodwill dividends through- 
out the vear ahead. 

[t is impossible to remember ev 
eryone with good gifts but the top 
customers of a business should not 
be forgotten even if it seems too 
expensive to remember 

Which brings up the 
the electrical 


everyone. 
point that 
contractor or 
who is planning to do something 
about letting Santa Claus build 
goodwill for his firm had best ar 
budget to 
penses of each step of the plan. 


dealer 


range a cover the ex 

Such procedure insures him that 
no important step has been over 
that 
Haphazard 


looked and nothing has been 


forgotten planning 


sometimes result in creation of er 


and mistakes which 
leal more 


rors cause a 
harm than all of 


the good brought out by what we 


great « 


do. An evening devoted to working 
out a concrete plan insures that no 
such important points will be over- 
looked. 
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An excellent’ program of 
business meetings and social 
and sports events was ready 
for the delegates attending 
the Annual Fall Convention 
of the Pacifie Zone of the Na- 
tional Association of Electri- 
eal Distributors at Coronado, 
Calif. A separate convention 
program was planned for the 


many ladies who attended. 





S. W. SCOTT led a panel discussion on 
At the left is W. M. Jewell, chairman of the Pacific Zone. 





NEW CHAIRMAN of the Pacific Zone of NAED is Fred G. 
Goss, left, President, Elec. Supplies Distributing Co., San Diego, 
seen at head table with Mrs, Goss, Chas, G, Pyle and Mrs. Pyle. 
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“Selling at a Profit.” 
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CAMERA CLICKS 


At NAED’s Pacific Cone cution. 


Coronado, Calif. 





GUEST and chairman of the Pacific NAED’s traditional Golf Banquet was 
Arthur Appleton, president, Appleton Elec. Co., standing. Seen at the head 
table are Mrs. Appleton, Mr. Appleton, Wm. M. Jewell and Mrs. Jewell. 


1, ee 





E. REDMOND, whose panel studied costs of extra services. 
Minimum requirements and standard packages were discussed. 





HEAD TABLE guests at Pacific NAED’S gold banquet includ- 
ed, left to right, Mrs. Balzari, R. A. Balzari, secretary of the 
Pacific Zone of NAED, Mrs. Rohrbach & Mr. Ralph Rohrbach. 
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(Continued from page 51) 


paying him an excessive price for a prod 
uct reflects only a sadly diluted brand of 
wishful thinking,” Mr. Anderson said 


CHICAGO, ILI 


this association,” Joseph T. Meek, execu 


“Many members ot 


tive secretary of the Illinois Federation 
of Retail Associations, warned recently, 
“are becoming restless over the activities 

F 


of discount houses and other means < 


sidestepping the regulations of the ‘fair 
trade’ pricing system.” 

“Many manufacturers, particularly in 
the appliance field, seem to be making 
no effort to protect their fair trade prac 
tice agreements,” Mr. Meek said. “Ol 
viously they are permitting so-called ‘dis 
count houses’ to ignore such pricing stand 
ards and some pretty well known met 
chandise is going out to customers consid 
erably below the fair trade valu 

“The result is that discount houses, 
which sometimes require letters of intro 
duction or signed customer cards, are get- 
ting the business, while the retailer, who 
abides by the fair trade price schedule, 
fails to get the orders 

“Cutting of prices below the fair trad 
level is causing some merchants in many 
lines to become disgusted with fair trade 
laws,” he said. “These retailers, wh 
might ordinarily appreciate the benefits of 
an orderly price market, may join with 
administration leaders who believe that 
fair trade laws are a barrier to th: 
lower prices which they have been argu 


ing,” Mr. Meek concluded. 


Essex Electrical League 
Elects Officers For °50 

NEWARK, N. J.—Earle B. Latham 
has been re-elected president of the Essex 
Electrical League for 1950, it was an- 
nounced recently. He is vice president 
of E. B. Latham & Co., electrical whole 
saling firm of this city. 

Other league officers re-elected are as 
follows: H. J. Hanbury, Westinghouse 
Electric Corp., Lamp Division, vice presi- 
dent; Carl J. Schlaick, General Electric 
Supply Corp., treasurer; Spencer A 
Moore, Public Service Electric & Gas 
Co., secretary. 

Named to the executive committee 
were: E. M. Lacey, Westinghouse Elec- 
tric Supply Co.; J. A. Kennedy, Harvey 
Hubbell, Inc.; C. McKew Parr, Parr 
Electric Co.; and Arthur Davis, A. L. 
Davis & Co. 

It was also announced that the Essex 
Electrical League will again sponsor a 
large community Christmas tree here 






NEWLY-ELECTED officers of the Essex Electrical League for 1950 are 


(left to right, seated): 


Treasurer, C. 


J. Schlaick, manager, G.E. Supply, 


Newark; president, E. B. Latham, vice president, E. B. Latham & Co., New- 
ark; vice president, H. J. Hanbury, West:nghouse Electric Corp.; secretary, 
S. A. Moore, Public Service Electric & Gas Co. Elected to the league's 
executive committee were (left to right, standing): E. M. Lacey, manager, 
Wesco, Newark; A. Davis, president, A. L. Davis & Co.; C. McKew Parr, 


treasurer, Parr Electric Co., Newark; 


J. Kennedy, Harvey Hubbell, Inc. 





West Coast Wholesalers Study 


Operations And Sales Problems 
Pp 


Convention at Coronado, Calif., attracts about 200 


Pacific Zone NAED members and guests to hear panel 


discussions on salesmen’s expenses, cost of extra 


services, and talks by prominent industry leaders 


VORONADO, Calit Practical prob 
C ‘ems in present-day electrical sup- 
plies distribution received the attention of 
more than 200 distributors, manufactur 
ers’ agents and guests at the three-day 
annual Fall Convention of the Pacific 
Zone, National Association of Electrical 
Distributors, held here recently 

Featuring the currently highly popular 
“panel discussion” method of studying 
specific problems, the wholesalers and 
their guests gave their attention to “The 
Cortrol of Extra Services,” “Making the 
Small Parts Business Profitable,” “Bring 
ing Salesmen’s Expense Items Into Line” 
and “Helping Dealers and Contractors 
Develop Better Salesmen.” 

To handle the heavier schedule of busi 
ness subjects, the NAED convention com- 
mittee increased to three the number of 
general sessions. These were supplement- 
ed by the usual well-rounded program 
of social and sports events, plus a separate 
convention program for the more than 80 
wives who attended. 

In the first of the three panel discus- 
sions, distributors took a close look at the 
major problem of the variety of extra 
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services which they are called upon to 
perform for their customers and pros 
pects. “Many of these services create an 
extra expense that is not justified by the 
business developed through the services,” 
was part of the question which the group 
tried to answer by telling what they were 
doing to control these expenses. 

E. C. Phillips, San Diego, was the dis 
cussion leader. He introduced the sub 
ject with an approach to the problem of 
odd stocks that wholesalers have accumu 
lated through favors in taking back o1 
cancelling orders. He brought up for the 
consideration of the group the need for 
minimum order requirements and for a 
review of standard packages 

He pointed out that the shortage of ade 
quate and up-to-date catalog sheets and 
product literature presented a problem 
costing the wholesalers money. .\ stand 
ardization of the handling of defective 
merchandise would reduce extra costs. 
The extra office expense of handling cash 
discounts of varying amounts was another 
subject Mr. Phillips presented to the floor 
for discussion. 


(Continued on page 81) 
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(AMERA CLICKS 


At G.E.’s Praveling Lighting Clinie 
Cleveland. Ohio 
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EARLY in 1950 the G.E. Traveling Lighting Clinic will show view at Cleveland was held recently for electric utilities, 
the latest lighting developments throughout the country. Pre- cooperating sponsors, and the press. 


‘BEFORE" set-up of 
model schoolroom is 
shown by G.E. engi- 
neer, Will S. Fisher 
in Clinic demonstra- 
tion. 


eweaw 
Csvaaad 


AFTER" good light- 
ing is installed in 
the model a sharp 
contrast is noted 
with the "before" 
layout; color is im- 
portant, too. 














COMMERCIAL lighting in stores is demonstrated on the clinic E. D. Stryker (left) of G.E., “Dave” Biller (center) and “Lou” 
stage by John R. Watson, G.E. engineer. Rozier, both of Daybrite Lighting, Inc., inspect sample display. 
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STARTER 


This manual autotransformer-type starter for 
squirrel-cage motors is available in four sizes 
from 5 hp., 220-440-550 volts to 250 hp., 
440-550 volts; for 25, 50 and 60 cycles. New 
line comes in two forms; one with air-break 
contacts, and the other with oil-immersed 
contacts. Features include: Switch mechanism 
operates with quick-make, quick-break action; 
time-delay mechanism controls length of the 
accelerating period (adjustable from 0 to 15 
seconds) before switching the motor from 
starting to running taps. Two automatic 
reset overload relays are standard equip- 
ment in all starters. A time-delay under- 
voltage release, which prevents unnecessary 
opening of the switching mechanism on slight 
voltage dips, is standard on the largest 
starter. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial buyers. Allen-Bradley 
Co., Milwaukee, Wis. 


Aa 


SLIMLINE FLUORESCENT LAMPS 


A 48-in. 40-watt and a 72-in. 60-watt slim- 
line fluorescent lamp have the same construc- 
tion as the manufacturer's 75-watt T-12 slim- 
line lamp, as well as the same instant starting 
feature and 6,000-hour average life rating on 
a 12-hour cycle. They also have the same 
single pin base construction and special coat- 
ing which acts to assure reliable starting 
under high humidity and sub-normal voltage 
conditions. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial, and institu- 
tional buyers. Sylvania Electric Products, 
Inc., 500 Fifth Ave., New York 18, N. Y. 


CABLE SPLICE HOUSING. -§._ _-_ 


A plastic cable splice housing which can be 
used with either rubber or neoprene cable 
consists basically of a pipe made from a 
tough, corrosion-proof blend of synthetic 
rubber and thermoplastic resins. This pipe 
fits over the cable joint. Two rubber seals 
are used in the pipe to make a moisture-proof 
seal. Threaded plastic caps on either end of 
the pipe grip the cable and act to insure a 
finished joint. Manufacturer plans to mar- 
ket splice housing in two diameter sizes: 
\'/2-in. inner diameter for cables of |-in. 
maximum thickness; 2-in. inner diameter for 
cables up to I!/2-in. maximum thickness. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial and institutional buyers. 
Recommended by manufacturer for both 
aerial and underground installations. United 
States Rubber Co., Rockefeller Center, New 
York 20. N. Y. 








MOTOR 


This variable speed, vertical mounted motor 
is available with integrally built helical 
gears. It features fingertip contro! of speed 
with indicator allowing speed adjustment 
through either the fingertip control on the 
motor or through mechanical, electrical or 
lever-type controls. Unit has a face-mounted 
construction, but is also available with flange- 
mounted construction. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial and commercial buyers. 
Recommended by manufacturer for use for 
agitator drives and for building into ma- 
chines. Sterling Electric Motors, Inc., 5401 
Anaheim-Telegraph Road, Los Angeles 22, 
Calif. 
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PANELBOARD 


Designed to fit standard stud walls without 
projections, this panelboard is available in 
6 to 42 circuit. Current carrying parts are 
silver finished. Plug fuse receptacles will 
accommodate nontamperable fuses. Other 
features include: Quick-make, quick-break 
tumbler switches with spring-loaded “on'’ 
and ‘'off" handles, which also can be oper 
ated without spring assistance; circuit lock 
off device restricts operation of circuits cor 
trolling clock, refrigerator and other specia 
applications; spacious wiring gutters and 
various sized knockouts are provided to per 
mit all kinds of wiring arrangements. Unit 
has a hot-molded phenolic section containing 
the circuits and is approved by Underwriters’ 
Laboratories, Inc. 


@ POTENTIAL MARKETS: Electrical con 
tractors. Industrial, commercial and institu- 
tional buyers. Recommended by manufac 
turer for group and branch circuit control 
of lighting distribution for all industrial and 
commercial applications. The Trumbull Elec 
tric Mfg. Co., Plainville, Conn. 


c 2 


MILK COOLER 


A small-size electric milk cooler has room 
for either three five-gallon or two ten-gallon 
cans of milk or cream, and can cool them 
from 90 degrees down to 50 degrees in one 
hour. Unit is insulated, constructed of heavy- 
gauge galvanized steel, and is equipped with 
a hermetically-sealed refrigeration unit and 
a motor-driven water circulator. 


@ POTENTIAL MARKETS: Electrical deal- 
ers. Rural and commercial buyers. Recom- 
mended by manufacturer for use on farms 
which have fewer than ten cows in their dairy 
herds, or to cool cream at larger dairies. 
Westinghouse Electric Corp., 306 Fourth 
Ave., Pittsburgh 30, Pa. 
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A private preview of 
the General Electric 
Traveling Lighting 
Clinic was recently 
held at Cleveland for 
more than 150 light- 
ing fixture manufac- 
turers. 


CAMBRA CLICKS: 


At Lighting Fixture Mfrs. Clinic 





VITAL ROLE of the electrical wholesaler in the lighting industry is stressed by GE's 
Art Loewe at the clinic which covered all phases of the lighting market. 





B. D. Levaur (left), vice pres., Pittsburgh Reflector; E. D. Stryker 
(center), G.E.; and A. F. Wakefield, pres., Wakefield Brass. 





‘ 





A look at the stage props is taken by Lisle Foster, Foster 
and Davis (left), and Kurt Franck, vice pres., Holophane Co 
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Edward R. Rambusch (left), sales manager, Rambusch Dec- 
orating, and Willard Brown, GE, one of the clinic speakers. 








Two former |.E.S. presidents R. Staud (left), Benjamin Electric 


Co., and Ward Harrison inspect lower section. 
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SERVICE ENTRANCE EQUIPMENT. 





‘ 
2 


This service entrance equipment incorporates 
a 100-amp. double pole, fuseable pullout 
switch in combination with two 30 or 60-amp. 
branch pullout switches and 16 single plug 
fused branch circuits. The 100-amp. pullout 
switch is designed for use as an overall main 
disconnect switch and is also available singly 
in flush, surface, or raintight steel cabinets. 
The two 30 or 60-amp. double pole fuseable 
pullout branch switches are for electric range, 
water heater, clothes dryer, etc. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Residential, commercial, industrial, 
institutional and rural buyers. Recommended 
by manufacturer for use as service entrance 
equipment and sub-distribution panels for 
new construction and modernization of resi- 
dences, stores and factories. General Switch 
Corp., 49 Roebling St., Brooklyn 11, N. Y. 





SWITCH BOX 


This switch box incorporates the following 
features: Nail holes located in box sides 
eliminate necessity for a mounting bracket; 
three nubs facing outward on each side of 
box act to assure perfect alignment by keep- 
ing box from tilting when nailed to stud- 
ding; first nub is 7/g-in. from front of box to 
permit ample adjustment for wallboard or 
plaster. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial, commercial, residential, 
institutional and rural buyers. The M. B. 
Austin Co., Northbrook, Ill. 





GYMNASIUM LIGHTING UNITS 


Designed for flush ceiling mounting, these 
gymnasium lighting units take 300-500 watt 
and 750-1000-1500 watt lamps. Units can be 
installed and serviced from above or below 
ceiling as construction conditions permit. 
Features include: Detachable porcelain enam- 
eled reflector; angle iron plaster ring; dust 
tight glass cover; heavy wire guard. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Institutional, commercial, industrial 
and rural buyers. Recommended by manu- 
facturer for use primarily in gymnasiums as 
well as assembly halls, roller and ice skat- 
ing rinks, armories. Quadrangle Manufac- 
turing Co., 32 S. Peoria St., Chicago, III. 





5POTLIGHT LAMP 


Projecting a narrow beam of approximately 
20 degrees, this 200-watt sealed beam type 
spotlight lamp is designed especially for 
spotlighting ‘targets from relatively high 
or distant locations. Lamp is equipped with 
a side-prong base and a compact bulb of 
pressed heat-resistant glass. Its initial maxi- 
mum beam candlepower is approximately 
50,000, according to the manufacturer. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, institutional, industrial, 
rural and residential buyers. Recommended 
by the manufacturer for the following indoor 
uses: In stores, for high-lighting feature and 
up-front displays, especially from high ceil- 
ings; in schools, for lighting auditorium stage 
aprons; in banks, hotels, theaters, railroad 
stations and museums, for spotlighting impor- 
tant lobby features from high points. Outdoor 
uses include: Lighting of small signs from re- 
mote points; protective lighting along fences; 
temporary lighting for outdoor performances; 
and garden lighting where "long throws" are 
required. General Electric Co., Nela Park, 
Cleveland 12, Ohio. 
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SPEAKER 


Sound is reproduced from any radio, tele- 
vision set, or electrical phonograph by this 
speaker as follows, according to manufac- 
turer: Back pressure of the speaker cone in- 
side the special extruded plastic tube sets a 
column of air in motion; resulting forces ap- 
plied to walls of the tube cause sound to be 
"radiated" to all parts of a room. Sound 
radiating area is more than 1500 sq. in. Unit 
can be mounted on floor or attached to wall 
or ceiling in any convenient place. Height 
of column is 60 in.; diameter is 83 in. Ma- 
terial is neutral gray plastic which can be 
painted or papered to match surroundings. 
End fittings and base, four wall or ceiling 
brackets, and 20-ft. parallel heavy-duty cord 
are furnished. 


@ POTENTIAL MARKETS: Electrical con- 
tractors, dealers, residential, commercial, 
institutional and industrial buyers. Recom- 
mended by manufacturer for use in homes, 
lounges, offices, restaurants, schools, fac- 
tories, etc. Bell Sound Systems, Inc., 555 
Marion Rd., Columbus 7, Ohio. 


® 





FLUORESCENT LAMP 


This 40-watt T-1? fluorescent lamp with single 
pin base construction and instant starting 
characteristics enables users to combine 4-ft. 
and 8-ft. lamp instant start fixtures having 
similar sockets and similar fixture cross-sec 
tion and appearance. Lamp is silicone coat- 
ed to assure instant starting under high hu- 
midity conditions and is available in white, 
4500-degree white and Warmtint. Lamp 
length, including sockets, is 48-in. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial and institu- 
tional buyers. Specifically recommended by 
manufacturer for use in fixtures having spring 
loaded sockets and instant start ballasts. 
Champion Lamp Works, Lynn, Mass. 
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a News Notes from | 
N.A.E. D. 


By Alfred Byers 





Assistant Managing Director and Secretary 
National Association of Electrical Distributors 





AS WE LOOK BACK 


From the things we saw and 
heard for the last month or so in 
the field, Mr. Pyle, N.A.E.D.’s man 
aging director and your (roving) 
reporter feel optimistic about this 
association and this enormous 1n 
dustry we serve. Since you heard 
from me, on this page last month, 
we have been around a bit, Mr. Pyle 
and I. 
covered the 
United States 
have been Atlanta, Dallas, Houston, 
St. Louis, Cincinnati, Chicago, De 
troit and Washington. 

We have held several area meet 
ings of N.A.E.D. members, some 
committee meetings, and our per- 
sonal calls on members and others 
number in the dozens. Everywhere 
we went we found a growing enthu 
siasm for N.A.E.D. and its value to 
the industry. The area meetings 
were exceptionally well attended ; 
and they again proved to be a “grass 


In fact we’ve pretty much 
eastern half of the 
Among our stops 


roots” gathering so far as the asso 
ciation’s activities are concerned. 

frank and di 
rect regarding accomplishments and 


Discussion was 


plans for future services. Some con 
structive proposals were made and 
will be considered most carefully. 
Complaints, on the other hand, were 
not heard except in one particular 
instance and even that was on a 
score beyond our knowledge but 
\ltogether, in the 
areas covered, the members of this 
satisfied that 
their organization is making  sin- 
cere and effective efforts to advance 
the welfare of all of its members as 
well as that of the entire electrical 
industry. 


easily corrected 


association seemed 


80 


Generally speaking, the electrical 
distributor is optimistic about his 
business. Inventories are in good 
condition—as to size comparable to 
present and anticipated volume. Ob 
viously, that, of course, was not 
found to be the case in some lines 
of appliances. The recent setbacks 
to production have been responsible 
for this temporary condition. 

Sales were found to be holding 
up surprisingly well. 
found to be more concern about 


Chere was 


credits and collections than has been 
evident in some time. However, a 
realistic approach is being made to 
this problem, too. No one we spoke 
with is too bearish on this point and 
reliance is being placed on a good 
working knowledge of customers to 
maintain good relations in the face 
of less lenient credit limits in neces 
sary instances. Management is com 
pletely alert and equal to its present 
responsibility in this phase of distri 
bution. 
about it 


No one seemed pessimistic 


Much emphasis was made of the 
need for good salesmanship 
than usual. 


more 
\lso, it was apparent 
that members are doing something 
about improving any such deficien- 
cies in their own establishments. 
IXmployee relations are having their 
attention to the end of 
about 


bringing 
more cohesive and_ efficient 
organizations equipped to do a bet 
ter job of distribution for the cus 
tomer and the supplier and for the 
ultimate mutual benefit of manage- 
ment and employee. 

New records in home building are 
expected this year and members nat- 
urally were extremely interested in 
discussing possibilities and plans in 


this very highly profitable market. 

Against that optimistic note excise 
taxes loomed importantly in mem- 
bers’ considerations. Sentiment ap- 
peared very strong for the reduction 
or complete removal of those taxes. 
he general consensus is that sales 
of appliances and also supplies and 
apparatus would increase if excise 
taxes were lifted out of the tax pic 
ture. Opinion was heard that the 
result would benefit business, the 
government and the buying public. 

Perhaps the encouraging 
factor we found was the increasing 


most 


activity of members in modernizing 
their buildings and equipment and 
in erecting new buildings. The chief 
reason given was that in this com- 
petitive era old ideas, plants and pro- 
cedures are not adéquate to the re 
sponsibility 
distribution. 


of today’s progressive 
To stay in the race, it 
was said, and stand a chance to run 
up somewhere with the leaders, the 
electrical distributor must adjust 
himself to the more exacting de 
mands he is now called on to meet 
In that connection a good deal was 
heard of the excellent advice and 
data N.A.E.D. members have ob- 
tained from the warehousing com- 
mittee. 

Considerable favorable comment 
was made by members regarding Mr. 
Pyle’s announcement that manufac 
turers are showing great interest in 
the Manufacturer-Conference Booth 
Center to be operated again at the 
42nd Annual Convention at Atlantic 
City next June. Many more manu- 
facturer booths will be manned 
than this year at Cincinnati. 

Members also showed interest in 
the announcement that a registration 
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fee of $50.00 will be charged to non 
members who attend the Atlantic 
City Convention. 

Yes, we think the electrical dis 
tributor at the close of 1949 is “real 
istically”’ optimistic. We have seen 
his “shop” 


ve have talked with him 
and his co-workers. We have heard 
his gripes (the manutacturer’s meth 
ods of pricing and the lack of work 
able “discount for cash” privilege 
seem to be the two biggest ones ) 
We have learned—with great en 
couragement to ourselves—the actual 
benefits he expects trom his national 
association; and they are very pos 
sible to accomplish. We are con 
vinced that, at least in the part of 
the U. S. we have lately visited, 
very great many members are atone 
of their part in N.A.I.D. and regard 
it as a highly vital and responsible 
segment of the American free ente: 
prise system. 

To your reporter—and his chiet, 
Charlie Pyle——that is about the best 
Christmas present we could get 

rom both of us to all our mem 
bers and many other good friends 
we say— 

\ Merry Christmas in “49; and 
may 1950 be a Very Happy New 


Year. 





The second panel discussion of the 


] P : } + hr 1; 11 : 
days session bDrougnt§ three discussion 


leaders to review “How the small parts 
business can be handled by the electrical 
listributor so that costs can be reduced 
sufficiently to make the business profit 
ible’ H. E. Farris, Stubbs Electric, 
Portland, Ore., described how a large 
lrug wholesaler handles the 40,000 items 
in his stock. Most important single fea- 
ture, he said, was the use of the sales 
nan’s order sheet, with carbons, serving 
is record of the complete transaction 
M. E. Robertson told the group how the 
uuto parts wholesalers handled larg 
uantities of small parts, emphasizing 
that the use of a standard industry parts 
italog was very helpful. Bert Wieger 
tern was the third discussion leader t 
review the handling of small parts 


ther similar industries 
Profits in Selling 


Decrying the general breakdown 
oral values which is reflected in business 
frequent violation of basic ethical prin 
ples, Geo. C. Tenney, vice president of 
[eGraw-Hill Publishing Co., urged that 
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POLARIZED DEVICES 


2, 3, and 4-WIRE — 10-60 Amps. — 250 Volts 


Duplex Receptacles ° 
Cord Connectors ® 


Rubber Cord Grip Caps ® 


Cord Grip Caps 


Surface Receptacles 
Armored Cord Grip Caps ® 


Flush Receptacles 


Range and Power Outlets 


And the above represents only part of our dependable line 
of Bakelite, Rubber and Composition polarized devices. From 
cap to receptacle, it’s a safety first, last and always line. The 


longer ground-blade makes contact first 
always polarized while in operation. 


breaks last is 


Wide cap blades fit 


snugly into wide receptacle slots; positive polarity is assured 


every time, 


Write today for our new wiring device catalog. It tells you 
more about our line of dependable polarized devices — puts 
a ready reference to a complete line of wiring devices at 


your finger tips. 


Branch Offices: Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, 
New York, Philadelphia, San Francisco, Syracuse. 
In Canada: Arrow-Hart & Hegeman (Canada) Ltd., Mount Dennis, Toronto. 


Please 
| requirements to: 


— 
CALL ~ YOUR NEARBY 
ELECTRICAL JOBBER | 
FOR PROMPT 
SERVICE 


= 





HH 


WIRING HEGEMAN 


DEVICES & 


THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 


DIVISION ® 


address your specific 


1612 LAUREL STREET 
HARTFORD 6, CONN 


ENCLOSED 
SWITCHES 





HARTFORD, CONNECTICUT 
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Exclusive 2 SPEED and 
ne REVERSING 
TyPE RA CONTROLS 


Here’s full protection — where it’s needed — newly designed into all 
Arrow-Hart 2 Speed Starters, Contactors and Transfer Switches. 
The mechanical interlock design features a “no-lock” principle — 
positively preventing the closing of both sets of contacts at one 
time. Reverse contacts do not start to close until forward contacts 
are completely open. 


ILLUSTRATED 





Exclusive 


ARROW 


AH 


HART 


This new Arrow-Hart exclusive design mounts the mechanism on a 
sturdy sub plate. Linkage and camming elements are specifically 
positioned on a braced and trued structure — can’t get out of align- 
ment. No distortion or unbalanced stresses can cause binding or 
sluggish action. The switches are individually installed; are coupled 
by a roller type, free-floating deflective link preventing time- and 
money-consuming tie-up actions. 


Arrow-Hart 2 Speed and Reversing Controls are ruggedly built for 
dependable action and long, maintenance-free service. There’s a 
size and type for every purpose and with a wide range of ratings — 
each backed by Arrow-Hart’s extensive design, production and 
assembly experience and facilities. 


ALSO AVAILABLE IN SIZES 0, 1 and 2 










WRITE TODAY FOR LITERATURE 
1612 HAWTHORN STREET 
HARTFORD 6, CONN. 


ARATUS 





ONTROLS and APP 


FOR 
PERFORMANCE 
— ks. $e *% So 
_ THE ARROW-HART & HEGEMAN 
R + ELECTRIC COMPANY 


HARTFORD 6, CONN. U.S.A. 


OPERATOR 


salesmanship be substituted for price cut- 
ting. 

One of the basic weaknesses in the busi- 
ness structure is the tendency to sell at 
figures that will not return a legitimate 
profit. To do so, he said, is an admission 
that either the goods or services offered 
are not worth the prices asked or that 
salesmanship is inferior to that of compe 
tition. The first move for price conces 
sions is in the prospect’s mind, he said, 
and usually are simply to test salesman 
stated, 


usually do their best selling job on sales 


ship. Salesmen themselves, he 


managers to secure a price advantage 


which usually is necessary to cover up 


a poor initial selling job. 
Selling Costs 


Opening with a review of what is being 


done “to bring salesmen’s expense ac 
counts into line,” E. P. Seigert of Central 
Electric Co., led the discussion and whole 
looked tg the 


application of economy measures in their 


salers and their guests 
own houses 


Showing that salesmen’s allowances for 


travel and entertainment varied widely 
throughout the industry, Mr. Seigert 
stated that the basic reason why sales 


men’s accounts must be brought into line 
is the situation that has hung over from 
the war years. Management, beset by 
many other problems, paid little attention 
to rising salesmen’s costs when war orders 
took the bulk of business 

The habits formed by salesmen in those 
years cannot be continued into the coming 
period when a close watch must be made 
on all 
for cutting down on salesmen’s expenses, 
with the 


changing attitude toward “buying 


wholesaler costs. Another reason 


he said, is to come into line 
busi 
ness” through extensive entertainment. 
From the floor, various ideas on sales 
inen’s expense accounts were expressed 
by distributors from different sections of 
the West 


had cut salesmen’s travel costs by utilizing 


Two men said that their houses 
leased autos. Another said that one of th 
first steps in reducing salesmen’s expenses 
a thorough analyzing of these 
that both 
salesmen get a clear picture of where the 


must be 
expenses so management and 
money is being spent and what part of it 
is necessary in the normal development of 
business 


Helping Customer Sell 


What are you doing to assist 
dealers and contractors to develop better 
the title of the 
discussion panel of the Tuesday morning 


Berger, WESCO 


you! 


salesmen?” was second 


session, with L G 
Los Angeles, as leader 
He said that any attempt to help cus 
tomers at 
start with the wholesaler sales manage 
ment. The development of appliance dis 
tributor salesmen who are smart mer 
chandisers will be necessary if these men 


salesmen-customer level must 
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are to aid their dealers in the development 
of good retail selling practices. 




























The subject led to a floor discussion on | 
the qualities of a good distributor’s sales- | 
man. The consensus was that depend- 
ability, promptness, and a sense of re- 
sponsibility to both the customer and 
wholesale house, were prime requisites 
to the men with such characteristics, 
selling technique could be taught 

\ distributor claimed that salesmen’s 
efficiency and assistance to customers 
could be improved by developing a closet 
relation between the salesmen and_ tli 
credit department, and by giving out 
regular bulletins to keep the salesmen 
up to date on new products and new 
developments in the markets 

Sales Opportunities 

he prosperous electrical supplies dis 
tributing industry that exists today is a 
golden goose of the industry’s own crea 
tion, said Chas. G. Pyle, managing dire: 
tor of NAED., visiting from New Yori 
City. ¢ . 

But, he said, this golden goose must with 
be fed and supported, or the industry's high intensity 
goose will be cooked. Selling and mor Pi 
selling, plus an increase in efficiency oi / no reflected glare 
operation, is the solution that will kee; ° ib ° 
the golden goose healthy and provident : shadowless distri ution 
he told the group. 

Mr. Pyle brought to the members ot 
the Pacific Zone a review of the NAED’s - ~ 7 
national activities. During his visit, M1 specify P 
Pyle participated in executive sessions of ta. ' > 
the Pacific Zone, the chairman’s dinner —_ ” on . 
for members, and in the closing social practical 
event—the Golf Banquet. 

Renewing a custom that had bee GUTH “FLOATING HINGE” ARISTOLITES* 
skipped for a couple of years by th 
Pacific Zone, the distributors closed their 
conference with guest speakers from the In planning fine-quality office and school lighting, there’s no 
generating utilities of the immediate substitute for soft diffused fluorescent lighting through glass that 
area. Participating at the Wednesda eliminates reflected glare. 
ee ee ee oe a eae See how beautifully these precision-planned luminaires flood 
president, Pacific Gas & Elec., San Fran every inch with stimulating light—smoothly softened by glass panels 
cisco; H. Dillon, San Diego Gas & Elec that swing open for low-cost ladderless dusting! 
Henry C. Rice, Southern Calif. Edison 
Ca. Lae Aube: ot & © Whnted Next time your plans call for perfectly-diffused lighting, 
Coll, Elec. Peer Co. Bitlet remember the unique “Floating Hinge’ ARISTOLITE—the luminaire 
succession, these men reviewed the elec that makes it practical. 
tric power situation in their areas, th For full details on this years-ahead fixture, 
amount of generating and transmission just request Bulletin 830-G from 
facilities under way, and gave the dis 
tributors a picture of the potential appli- \ 
ince market for 1950 \ 

Goss Elected Chairman : a > YOUR TEAMMATE 

In the annual elections of the Pacific iAL ACA (amued 
Zone, NAED, held in conjunction with IN preciaienp LIGHTING 
the convention, red G. Goss, Electric 
Supplies Distributing Co., San Diego, was 

lected chairman of the Pacific Zone to TT 

erve for the coming year. He succeeds LIGH INNG 
W. M. Jewell, WESCO, Seattle. R. A. 
Balzari, secretary, announced that the 

end auton fer Oe seme wend te be THE EDWIN F, GUTH COMPANY / ST, LOUIS 3, MISSOURI 
May 8, 9, and 10 at Arrowhead Hot *® y , , . 

Springs, Calif CAALr> . di aghklung Jrwce AO? 877 
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MIAMI-CABINET DIVISION, 
THE PHILIP CAREY MFG. CO. 
MIDDLETOWN, OHIO 


“National Guard Defends America... Join Now” 
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Sell More Fans 
with this 


Immediate acceptance for name and 
product makes your selling job 


easiet and your customers’ 


too! That's why we say—''let 


others pioneer’’—sell the Miami- 


Carey fan line, with smmediate 


acceptance, built by 76 


service to builders, architects, 


contractors, and owners 
You can fill the diversified needs 
of today’s market with the Miami- 


Carev line in- 


It's complete 
cludes a full complement of engi- 
neered furnish a 


ACCCESSOTICS to 
custom-type installation for every 


ventilation need 


Act now for record-breaking fan 


sales this coming spring season. 
See your Miami-Carey represen- 
tative—or contact us direct. Mi- 
ami-Cabinet Division, The Philip 
Manufacturing 


Middletown, Ohio 


Carey 


( ompany, 


BIG FREE KIT 
OF SALES AIDS— 


HELPS YOUR 
CUSTOMERS GET 
QUICK TURNOVER— 


SPURS RE-ORDERS! 


Overflowing with direct mail helps, colorful 
literature, newspaper ad mats and a host 
of other materials to manufacture sales! It's 
FREE to Miami-Carey dealers—the “help 
‘em sell" punch that pays off in profits for 
you as well as your dealers. 


| 
L 


vears of 
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Great Electrical Future 
Clark Tells NEMA Meeting 


ATLANTIC CITY, N. J.—The out- 
standing work done by the National Elec- 
trical Manufacturers Association is never 
more evident than during the association's 
when over one hundred 


hold 
meetings and discussions of developments 


annual session 


committees and sections separate 
and problems with which they as repre 
sentative groups are concerned. 

The fact that there is a pattern of prin- 
ciples and approaches to the problems 
dealt with is a tribute to the association 
in its job of coordinating the work of so 
many varied interests. 

Charles T 
Nash-Kelvinator Corporation in charge of 
Kelvinator 
elected president of the association. For 


Lawson, vice president ot 


the Division of sales, was 


mer wholesaler B. W. Clark, vice pres 
dent of the Westinghouse Electric Corp.. 
and retiring president of the association, 
retirement from active 


announced his 


business during his address. 


Mr. Clark’s talk included a review of 
the developments and accomplishments of 
the the 


50 years and a summarization of NEMA 


electrical industry during past 


activities. 


“Your industry is young,” he said, “and 


show 


in my belief, has only begun to 


— it 04 ii te 


~Y-eER Eas = 


Soy: “WIRE EASE” ba 


@ Wire pulling doesn't have 
to be a dirty, messy job. 
Smooth, creamy, non-greasy 
Y-ER EAS washes off the 
hands . . . is not harmful to 
clothes. 


LEADING WIRE PULLING 
LUBRICANT FOR OVER 25 YEARS 


@ Reduces cable e@ Will not run back 


pulling costs into manholes, 
20°% or more. | 

on panels or 

@ Used on Lead, switchboard bus 


Rubber and Syn- 
thetic Covered 
Cables. 


bars. 


@ Tested and ap- 
proved by Un- 
derwriters Labor- 


@ Prevents sticking 
and setting of 
the cable. Facili- 
tates removal of 
the cable. 


atories, Inc. 


————— eee 

Y-ER-EAS is used in these industries: Con- 

struction, Utilities, Industrial, Steel, Mining 
and Railroad. Write for prices. 





3812 W. 150th Street © Cleveland 11, Ohio 
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CONGRATULATIONS are extended 
to the newly-elected president of the 
National Electrical Manufacturers As- 
sociation, C. T. Lawson (left), vice 
president of the Kelvinator Division, 
Nash-Kelvinator Corp., by B. W. 
Clark, vice president of the Westing- 
house Electric Corp. and _ retiring 
NEMA head. 


what it can do. Bad times may come, 


and cause temporary upsets, but the trend 


in the use of electricity has been sharply 
upwards for fifty years and will continue 
\s a matter of fact, the kilowatt has 
shown itself, over the past fifty years, to 


be almost depression proof. Equipment 








NEw Uoratl 


The Only Complete Line 
A Clip for Every Purpose 


CLIPS 


Non-Ferrous 
Crocodile Clip 
with 


Insulator 





Copper 
Alligator 
Clips 





WEE-PEE-WEE 
= . Phospher-Bronze Clip 





THE SNAPPER—For ‘‘Deep-Sea’’ Tests 


Mueller clips are offered in a great va- 
riety of types and sizes—insulated and 
uninsulated. 





SEND FOR SAMPLES & CATALOG 602 
CLIP SPECIALISTS SINCE 1908 








| 1609 E. Sist St., Cleveland 14, Ohio 


STREL CITY 


OUTLET BOXES AND COVERS 
JUNCTION BOXES, CONDUIT FITTINGS AND ELECTRICAL SPECIALTIES 








December, 1949—ELECTRICAL WHOLESALING 


No. 521 is designed for electrical craftsmen who prefer a 
set-screw connector for the common sizes of armored cable. 


Nos. 522 and 574 are equipped with hinged clamps and 
double slots permitting quick adjustments for a maximum 
of different cable sizes. For small cables the clamp is inserted 
in the upper slot—for larger cables it is inserted in the lower 
slot, and perfect clamping is assured. 


Nos. 521 and 522, for armored cable, have stops which 
provide ample openings for the wires. The shape of the 
inside of the stops makes insertion of wires easy and fast. 
Fibre bushings are readily visible after installation. 


The wire throat of 574 is completely open to allow free 
passage of non-metallic sheathed cable. 


All three connectors are made of the best quality of malle- 
able iron and have smooth, well-rounded throats. They are 
free from fins and sharp edges and will not injure the insula- 
t10n. 

They are carefully machined with smooth-running threads 
and equipped with heavy-gauge binding locknuts that start 
easily and can be tightened with minimum slipping of the 
screwdriver. 


These connectors are not only quickly and easily installed 
but they provide an installation that can be depended upon. 


SWITCH AND FLOOR 
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MERCURY LAMP EFFICIENCY 





SPECIFY 
JEFFERSON 





TRANSFORMERS 


To maintain rated lamp brilliancy and effi- 
ciency, Mercury Lamps require transformers 
that closely match the electrical characteris- 


tics of the lamp. Jefferson Transformers are 


built to maintain the correct ratio of voltage and current through the 


starting cycle and normal operating period. 


The wiring compartment is equipped with terminal boards for 


primary and secondary connections; also knockouts for BX and con- 


duit wiring. Taps are provided so that primary transformer connec- 


tions can be matched with the voltage of the supply circuit. 


Transformers... . 


Wherever Mercury Lamps are used you can depend on Jefferson 


made in all standard capacities, single, two-lamp, 


indoor, outdoor, normal and high power factor types. Approved by 


Underwriters’ Laboratories. Bulletin 471-ML contains complete details. 


Write today. 
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Bellwood, Illinois 






JEFFERSON ELECTRIC COMPANY 


In Canada: Canadian 
Jefferson Electric Co., 
Ltd. 384 Pape Ave., 
Toronto, Ontario 


LAMP 


SL 


MERCURY ‘G@au 


TRANSFORMERS, 
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manufacture, though subject to the ups 
and downs of business conditions, inev- 
itably must, if it falls behind, catch up. 
Electric manufacture bears, in the long 
run, a direct ratio to kilowatt sales. Those, 
as projected by many careful studies, will 
double in ten years. So should our bus! 
ness,” Mr. Clark continued. 


“An objective view of the past fifty 
years of development and accomplish 
ments of the electrical industry amazes 


me; projections of the probabilities in 
the next fifty years make me wish I were 
a boy again and could take an active part 
This business won't settle down to any 
deadly routine for a long time to come. 
Fifty years ago, in spite of a large area 
of developed knowledge, electricity, as a 
factor in our industrial life and our home 
life, was a mere child, and few people 
had the vision of the part it was to play 
in making this nation the wonder of in 
dustrialization and production it has be 


come.” 


“Go All-Electric’’ Program 


NEMA’S “Go All-Electric” program is 
going strong with 1950 plans calling for 
a continuation of effective efforts to alert 
power suppliers to the inroads being made 
in their revenue by LP gas competition 
and the development of sales and informa 


CONNECTORS 
ACCESSORIES 


SOLDER LUGS 
SERVICE CONNECTORS 
FUSE CLIPS 
TERMINALS 
SHADING COILS, ETC. 


NEW 80-page catalog now ready 
showing over 2,000 Ilsco items in 
color, 


WRITE FOR CATALOG TODAY 


COPPER TUBE 
& PRODUCTS, Inc 
CINCINNATI 27, 0. 
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tional aids to help them meet such compe- 
tition, J. Rushton, chairman of the sub- 
committee on competitive fuels, told the 
delegates. 

In highlighting the need for continuing 
action by the electrical industry to com- 
bat LP competition, Mr. Rushton said 
that “one-third of the 


farm and rural 
ot . " ‘ 

small-town market already has been lost 

to bottled gas,” 


and that strong counter 


measures are necessary to prevent still 
further gains being made in succeeding 
years. Best figures now available show 
that bottled gas appliances are in use ir 
5,500,000 homes in the lucrative rural 
territory and that power suppliers, be 
tween 1943 and 1949, lost an estimated 
$104,625,000 in revenue to the bottled gas 
industry.” 

With 4,582,016 or 78.2 percent ot the 
nation’s farms receiving central station 
electric service to date, the rural area has 
industry’s 


become one of the electrical 


most important markets, according to M 


KE. Henning, chairman of the NEMA 
farm and rural market committee 
In analyzing this market, Mr. Henning 


said that it embraces 2,590 of the coun 
try’s 3,072 counties and represents 44 per 
cent of America’s population. Farm cash 
income this year is expected to total ap 
proximately $28,000,000,000 


at the | 


Farm debt 


ind mortgages are 


mwest pon, 






The New 


ALL-WEATHER 
FLUORESCENTS 


Good in Zero Weather 


New method of outdoor light- 
ing radiates light in all 
directions. These dramatic 
streamlined lights completely 
dominate any surroundings. 
Visible a mile away. Attract 
business like nothing else can. 
Wherever introduced, other 
lighting modernization pro- 
grams follow. 

Post-Lites come in a com- 
plete line for all types of 
outdoor lighting. Well engi- 
neered, properly built by a 
39-year-old company. Priced 
for popular sale. Mail coupon 
for Catalog. 


POST-LITES 
ure approved 
by the 
Underwriters’ 
Laboratories 


Please mail Catalog and Prices. 
Name 
Address 
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MARK OF 


e AUTHORITY 


IN THE SIGNALING AND 
COMMUNICATIONS FIELD 


Auth has been an authority in the de- 
sign and manufacturing of signaling 
and communication equipment for 
over fifty years. There is an AUTH bell, 
buzzer, horn, push button, chime or 
visual signal to suit practically every 
need and condition. 

Complete Auth 
systems for intercommunication, sig- 
naling and alarm purposes are in use 
in major Hospitals, Schools, Public 
Buildings, Apartment Houses, etc., 
throughout the country. 

Demand AUTH 
and be certain that you’re getting th 
best — priced right! . 









& Have you seen the giant new AUTH 
catalogue and specification hand- 
book? Inquire for your copy from 
your local AUTH representative. 


AUTH ELECTRIC CO. INC. 


34-20 45th ST, LONG ISLAND CITY 1. N. Y. 
SINCE 1892 
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| ABOLITE 


7 oe ] | \ 
WAN il ()- S10) } 
welt: . 
Sue SYSTEM 


The formula for Good Lighting is the combination 


.' 
é 


of proper equipment and simple methods of main 
tenance. The Abolite Duo-Move System encourages 
regular cleaning habits because Duo-Move units 
can be cleaned and relamped quickly and safely 
without using clumsy ladders. Merely a twist of the 
wrist—reflector and lamp assembly can be removed 
and serviced—another turn and it’s back in position 

no interruption to workers . . . no lost time. The 
Abolite Duo-Move System guarantees maximum 
illumination with minimum service expense. Write 


for the Duo-Move story today! 


THE JONES METAI 


West 


WHITER 


PRODUCTS CO., 


Latavette, © 


THAN WHITE 
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history and savings are at an all-time 


high 
that 
| buy 3 percent mors 


Recent surveys, he said, indicate 
rural customers wil 
electrical appliances than city residents, 
whereas non-farm rural residents will buy 


10 


than the 


percent more of the same products 


families 
th 
manufacturing industry in the rural mar 


average 


Potential | 


city 


usiness for electrical 


ket over the next five years can be esti 
of 
\ break-down of these 
includes $2,000,000,000 


$67 5,000,000 


mated in the hundreds millions of 


dollar 3. he 


stated 


ear potentials 


for electric housewares, for 


electrical farm production equipment, 


$865,000,000 for electrical apparatus, sucl 
as generating equipment, distribution 
, and 


de 


transtormers, protective devices, etc 


$300,000,000 for wiring and wiring 


vices 
Lhe associatiot 


During the meeting 


membership approved a plan mapped out 


by the all-industry committees  whicl 


National Ad 


Bureau’s com 


guide the operations of the 


Wiring Bureau. The 


prehensive program for 1950 will includ 


juate 


special attention to the sales of electrical 
contractors and wholesalers 


The 


ontractor aids, hold numerous 


Bureau will produce a 


ics In 


various sections of the ountry, and 










ELECTRICAL 
SPECIALTIES 


FOR HEAVY 
INDUSTRIAL SERVICE 





3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES All 
SHAPES © ALL VOLTAGES © ALL TYPES 


* BUS SUPPORTS * SPLICING KITS AND 
INSULATING COMPOUNDS 


MATERIALS * 
2 ie 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 
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offer a number of new consumer items 
for local use. 

Ralph Z. Sorenson, manager, table ap- 
pliance department, Electric Appliance 
Division, Westinghouse Electric Corp., 
and chairman of the electric housewares 
section of NEMA, issued the following 
message to electric housewares dealers 
during the annual meeting. 

“Within the foreseeable 


electric housewares business will undoubt 


future, the 


edly reach a total of a billion dollars per 
year, and no dealer can afford to pass up 
the opportunity ol getting a slice f that 
kind of retail volume.” 

Appliance manufacturers, which are 
members of sections affliated with the 
National Electrical Manufacturers Asso- 
ciation, approved the formation of a 
major appliance division of NEMA at a 
joint meeting held during the annual 
session of the association. 

John J. 


Westinghouse Electric Corp., was elected 


Ashbaugh, vice president of 


chairman, and B. C. Neece, vice presi 
dent, Landers, Frary & Clark, was named 
vice chairman. 

Sections composing the newly formed 
division are: Household refrigeration: 
electric range, farm and home freezer, 
electric water heater and household sink 
units. 


perfect CORDination , 
mits SS 


/~ 
\ 
CORNISH Cords and Plugs. & 


Sure contact, long wear (7 


and an end to CORDelirium 
with t 


CORDS and CORD SETS 


APPROVED BY UNDERWFITERS LABORATORIES 





ere. > 
A full line of Flexible 
Cords for the Repair and 
Service industry, 
obtainable through 


_Jobbers and Distributors 
CORNISH WIRE COMPANY, 1c 


New York 7, N.Y. 








15 Park Row 











FULLMAN 


atwvobe 


PRODUCTS 


M FLOORBOXES 





WIRING SPECIALTIES 


Tops in Design, Quality and 
Performance — ‘Latrobe’ 


“Latrobe” Floor Boxes and Wiring Specialties are designed to do their 
job easily and surely with no excess parts. This same compactness of 


design makes for fast, easy installations. 


“Latrobe” Floor Boxes are popular everywhere because, being made 


well, they serve well. 





NO. 252-R “LATROBE” 
TWO GANG BOX 


This adjustable Two Gang Floor Box has No. 208 
Receptacle in one section. It Is efficient and eco 
nomical. One Cover Plate has '2” Flush Brass 
Plug; the other, 2” Flush Brass Plug 






NO. 110 “LATROBE” 
WATERTIGHT BOX 


A sturdy, non-adjustable Floor Box that is a de- 
pendable performer. Can be speedily installed and 
is watertight Has 208 Receptacle Cover Plate 
32” diam 


NO. 330 TOM THUMB 





NO. 284 NOZZLE WITH 
NO. 200 COVER PLATE 


This Duplex Receptacle Nozzle is one of the many 
well designed Nozzles for use with ‘‘Latrobe’’ 
Watertight Floor Outlets The No. 284 Its fur 
nished with '>” or 34” Brass Pipe Extension 





NO. 150 BOX— 
NO. 207 NOZZLE 


A compactly built box for installation in concrete 
or wood finished concrete floors. Adjustable and 
watertight 4,” Cover Plate No. 242 and large 
Adjusting Ring No. 215 





No. 1050 Cable Staple 
for ROMEX and 





UTILITY OUTLET 


Perfect for use in wood floors, mantels, 
baseboards and other installations free 
from moisture or mechanical injury. 
Installed easily without marring finish. 





Sold Only Through 


Non-Metallic Covered Cable 


Here is a brand new cable staple de- 
signed especially for use with Romex 
and all non-metallic covered cable 
i',” long by 9/16" wide 








FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 
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Poor Fuse Performance Kills Steady Repeat Profits 


Your customers may have switched to other protective devices 
because the renewable fuses they were using failed to hold on certain 
circuits. Pierce builds into its renewable fuses a lag concentrated in 
the 100% to 200°% range—the working range of a properly pro- 


tected circuit—the range of safe operation and maximum production. 


Pierce Fuses Designed to Blow When Danger Threatens 


The overload range above 200% is the danger range—the area of 
shorts and grounds—yet this range is where many fuses claim lag 
protection. Other fuses blow unnecessarily at 135% overload. Pierce 
“Balanced Lag” absorbs harmless surges, keeps motors running and 
insures safe operation of equipment. . . within the entire safe work- 


ing range. 


Product Performance * Satisfied Customers * More Profits 


And, Pierce Fuses stay on the job when others fail because heat 
accumulated within the fuse is quickly dissipated through Pierce 
“Screen Venting.” Lock-washer connections and tubular bridge con- 
struction prevent generation of heat due to loose connections and 


ambient heat is carried away as fast as it is generated. 


If your customers want economical, trouble-free operation—with- 
out expensive, annoying shutdowns—Pierce is the answer. Only 
Pierce has ‘Balanced Lag” and “Screen Venting’’—the two features 


that guarantee safe, continuous operation. 


When you handle Pierce Renewable Fuses you handle the best in 
renewable protective devices. You keep your customers satisfied and 
insure yourself of steady, profitable repeat business. 


PIERCE — 


For Forty Y ears, Specialists in the Design and Manufacture of Fuses 
RENEWABLE FUSES, INC. 
145 Pacific Avenue * Buffalo7, N. Y. 


— oe ee ee ~ <i — eee ee ~ - o 
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Rumsey Elec. Announces 


Retirement of H. Duus 

PHILADELPHIA 
Henry G. Duus, for 32 years manager 
of the Sangamo Electric meter depart- 


The retirement of 


ment of the Rumsey Electric Co., electri- 
cal wholesaling firm of this city, was an- 
Harris, Jr.. 
Mr. Duus is being retained in 


nounced recently by J. B. 
president. 
an advisory capacity. 

Named to replace him is Robert R. 
Wylie, who has held positions with the 
Rumsey Electric Co. as manager of its 
Norfolk and Roanoke, Va., offices. 

Mr. Duus had charge of meter sales 
\tlantic dis- 
Prior to his affiliation with the 


and service in the Middle 
trict. 
Sangamo and Rumsey Electric Compa 
nies, he was connected with the meter 
department of the Philadelphia Electric 
Co. Mr. Duus was one of the original 
members of the Philadelphia Electric 
Society of Metermen. 

Joining the Rumsey Electric Co. in 
1941, Mr. Wylie formerly was affiliated 
with the Appalachian Electric Power Co., 
of Williamson, West, Va., in the capacity 
of distribution engineer. He served as a 
lieutenant in the United States Navy 
during the war. 

Mr. Wylie attended Miami University, 
Ohio State University and McKinley- 














Handle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
reel with 


ROLL-A-REEL 


Style A: 
2.000 Ibs. cap. 
37.50 
ee tee cop. tow slanted front and 
75.00 positive front lock 

— ; insure quick loading 
F.0.B. Cincinnati or unloading. 

P ie ~ 4 —— 


_ Eliminate jocks, cum- 
\ bersome handling. 





Carried easily 
to reels, job 
or storage. 

Seld through 
wholesalers only. 
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Roosevelt Graduate College, acquiring de- 
grees of Bachelor of Science, Electrical 


Engineering and Bachelor of Commercial 
Law. He is a member of the American 
Institute of Electrical Engineers. 


Westinghouse Appoints 
New Advertising Manager 


Harry J. 
advertising executive with nearly twenty 


Deines, of New York, an 


years of experience in the electrical man 
ufacturing field, has been named manager 
of advertising and sales promotion for 
the Westinghouse Electric Corporation, 
Pittsburgh, Pa. 

J. H. Jewell, vice president in charge 
of sales for Westinghouse, who announced 
the appointment, said Mr. Deines will 
have responsibility for staff supervision 
and coordination of all Westinghouse ad- 
vertising and sales promotion activities. 
He also will maintain basic company re 
lationships with advertising agencies 

Mr. Deines will direct the development 
of advertising and sales promotion pro- 
grams in conjunction with sales depart 
ments. His responsibilities also include 
the development of sales training pro- 
grams and he will exercise staff super 
vision over the application of such pro- 
grams. 










MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 















Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro-galvanized steel (also 
available in Everdur, copper, brass or 
aluminum). Precision made — perfora- 
tions do not vary. 34-in. holes on +<-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ft. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 


HANGERS, CLIPS, 


MINERALLAC ELECTRIC 


COMPANY 
23 North Peoria Street 
\ Yj Chicage 7, Iilinols 
WSS J 


SS FA 


MINERALLAC 





OT eee 


Complete Protection 

















BULLETIN U-46-5 
gives wiring diagrams, 
dimensions, prices and 





complete information. 


Write for your copy, 


Since 1902 
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the Unit Alarm System 
. . . ready to Install 


Unilarm combines in one compact unit the 
many features essential for complete super- 
vision of all types of electrical and mechanical 
process control. 


Saves valuable space, reduces engineering 
and installation costs to a minimum. 


Plug-in panel cuts maintenance and provides 
continuous alarm protection. 


Test switch gives instant proof of Unilarm’s 
readiness to function under alarm conditions. 


Flashing alarm signals every departure from 
a predetermined normal condition. 
Available for panel or surface mounting. 


EXPLOSION-PROOF .. . . DUST-TIGHT 
VAPORTIGHT ... . GENERAL PURPOSE 


Sold through Electrical Wholesalers 
SALES REPRESENTATIVES IN PRINCIPAL CITIES 


RUSSELL & STOLL COMPANY, INC. 


PRECISION 
125 BARCLAY 


BUILT ELECTRICAL 
STREET © 


EQUIPMENT 
NEW YORK 7, N. Y. 
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The new angle 
iron ground rod 
with clamp for 
securing ground 
wire... no ex- 
tra clamps re- 
quired. 





The new transpar- 
ent plastic ser- 
vice entrance cap 
designed for safe- 
ty and economy. 


4, 


SERVICE ENTRANCE 
PACKAGE KIT 


The most sensational new development in 
the electrical fitting field is the M. & W. 
plastic transparent cap for service en- 
trance work. This non-breakable service 
cap with cable hanger attached offers 
better insulation, safety, and simplified 


installation work. 


| 
} 
| 
| 








A complete service entrance kit OTHER M & W PRODUCTS 
designed convenience and Watertight Entrance Cable 
economy is now available at your Connectors @ Watertight 
jobbers. The kit, in addition to Connectors Compound 
the new service cap, contains 2 Filled @ Watertight Rub- 
watertight connectors, 1 No. 65 ber Bushing Type Connec- 


non-watertight connector, 12 1- 
straps, 1 aluminum 
wall flange with compound, and 


hole cable 


tors @ Porcelain Entrance 
Heads @ Flange Type En- 
trance Heads e@ Entrance 
Service Cable Hanger e 


| package cadmium plated wood Wall Flanges @ Ground 
screws. This is a standard service Devices and Clamps e@ 
entrance Special kits are Cable Clips and Pipe Straps 
available meet local service @ Connectors, Couplings, 


entrance requirements. 


Bushings, Washers, Closers 














The M. & W. ELECTRIC MFG. CO.., Inc. 


EAST PALESTINE, OHIO 


Write for your free copy of the M. & W. Catalog Bulletin No. 18. 











No Power Shortage 
In Sight, Says EEI 

NEW YORK—No power curtailment 
is in effect anywhere in the country (ex- 
cept in the Pacific Northwest where the 
extreme low river flow has caused the 
shutting off of some consumption) is one 
of the findings reported in the latest semi- 
annual survey of the Edison Electric 
Institute's Power Survey Committee, re 
cently released by Elmer L. Lindseth, 
president 

Nor is any curtailment expected else 
where later, although an extreme drought 
in some other area depending primarily 
on hydroelectric power might slightly 
alter the situation for such an area, it 
was stated. 

Other findings of the survey applying 
to the immediate present and next few 
months are as follows 

The electric industry will have a re- 
serve generating capacity of 111% percent, 
on a nationwide average, during the De- 
cember peak load period—assuming that 
the loss of load due to the recently- 
settled steel strike has been recovered 
Chis margin contrasts with a 5.9 percent 
reserve last December 

Generating capacity will have increased 
26 percent in three years’ time by the 
end of 1949. This percentage represents 





Wind Up 1949 


WITH MORE PROFIT 


Pep Up 1950 G | 


FOR MORE PROFIT 
e 


Beautiful * Slender 
Streamlined 


FLUORESCENT 


WALL BRACKET 
No. 1818 


Just the number that will fit 
in your sales picture—it has 
appea lraws sales like 8 








magnet uu get both Com- 
mercial and Residential buy- 
ers Available in white 
enamel and Polished Chrome 
finist Curved glass panel 
vith etched plume design. 
Length 19%”—width 2\%°— 
jepth 4” Wired for 110-125 
volt, 60 yele A.C. urrent. 


A tremendous value at & 
truly low price. Get it work- 
ing for you now. Orders filled 
promptly 

Also numerous other models 
in an attractive price range 
beginning at $2.25 See our 
bulletir No. 22 

All prices net F.O.B. St. 
Louis—less tubes 


FLUORESCENT 


White Enamel 


FABRICATORS $3.95 net 


1823 Chouteau Ave. polished Chrome 
St. Louis 3, Mo. $4.50 net 
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over 13 million kilowatts vu: uew capacity ? . 
an addition exceeding the total gener Wheres IA s Pporit 
ating capacity of the industry in 1920 (72 
New generating capacity installations ; 
1 


are proceeding in accordance’ with 
schedules. 





Manufacturers of generating equip- 






ment are now able to produce 8 million 
kilowatts of steam-turbine capacity and 2 





million kilowatts of hydroelectric capac 


ity—a total annual factory production 


capability of 10 million kilowatts 
Developments reportedly indicated | 
the surve\ for the next three ears are | 


as follows: 


> 


By the end of 1950, the normal genet 


} 
ating reserve capacity of 15 percent is | I i 
expected to be reached 


For 1952, planned capacity additions 
thus far determined upon will total 4,349, 


* 
000 kilowatts 
During the post-war years 1947-1952, 


new generating capacity installations will 





reach nearly 30 million kilowatts, brit 
ing the total generating capacity of the 
nation’s electric industry to 80 millions 
kilowatts. This figure is slightly more 
than double the generating capacity 
1940. 

Fighty one percent of the new generat 
ing installations will use fuel, while the 
remaining 19 percent will be hydroelectri “RL 


Make extra profit by selling a Sangamo Type T or 

TJ Timer with every fan or window type air condi- 
C H A e M a n d tioning unit your customers buy... They provide 
selective, convenient control by automatically switch- 
UTILITY ing off the unit after it has been turned on at any 


pre-selected period from 15 minutes to 12 hours. 
Complete 















U 2 Sangamo Timers are exceptionally attractive in 
nit appearance—their small size and ivory color blend 
well with any installation—and they are unusually 


Easy to dependable, fully guaranteed, and priced right! 


Sell... 


Quick to 
Install 


Sangamo Timers 
are available in 


two types: Type T 








for wired-in con- 
struction and Type 


TJ for portable 





convenience, 
Adjusta - Post Lamps, 
with the original tele- 
scopic operating — 
ture, cinch more sales e 
by meeting every cus- Full information is given in Catalog 1010C. 
tomer’s needs. Adjusts 
from 4%’ to 9%’. Top 
diameter, 3”, %” hole, 
Forest green or Satin 
black finish. Available 
in steel or sluminum. 


Write for your copy today. 


THE ADJUSTA-POST MANUFACTURING CO. S A N G A M 0 


908 St. Clair of Bowery, Akron 7, Ohio ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 


Popular priced. Get 
full details! 


s 
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New-\00% Oil and Grease-proof 


No. 5025 
Service Light 


Convenience Outlet 
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Convenience Outlet Built 25’ Vinyl Thermo- 
into Moulded Bakelite Handle plastic Cord and Plug 


Now you can have an Underwriters’ Approved portable 
Service Light with a convenience outlet built in the handle. 
The Bakelite handle is non-conductive, heat and impact re- 
sisting. The complete assembly is designed to resist oils, 
greases, acids, flame, moisture and abrasion. Each unit is 
equipped with 25’ or 50°* of tough and pliable Vinyl Thermo- 
plastic cord and plug for long life. The rugged steel wire 
cage is plated for extra wear and designed with exclusive 
No-Rol feature. The 5025 De-luxe Service Light is entirely 
new in portable lighting and gives exceptional service on 
many uses, especially in garages, maintenance departments 
and machine shops. Write for data today! 

*50’ cord is No. 5050 


TWO OTHER PORTABLE SERVICE LIGHTS 
WITH THERMOPLASTIC CORD AND PLUG 


Based on 44 years of experience and 
popular demand two additional models of 
McGill Lamp Guards have been added to 
the line of complete assembly service 
lights. The Vinyl Thermoplastic cord and 
plug is tough and pliable and resists oils, 
greases and other hard usage. All models 
have strong, zinc plated steel No-Rol 








cages. They are finished with or without 4 

reflectors and LEVOLIER switches. No. —~s 

7025 is equipped with moulded rubber TRY, 

handle, No. 8025 with polished hard wood > 

handle. Either may be supplied with 25’ : “SA ms 

or S50’ cord. (50° cord is No. 7050 and 

8050.) ‘ 
No. 8025SR 


“AVAILABLE FROM YOUR ELECTRICAL WHOLESALER” 








For Catalog No. 43 


TRADE MARK 


write to McGill Mtg. electrical 
Co., Inc., 350 N. Camp- i 
bell St., Valparaiso, N lallies 
Indiana. 





ONLY MGILL MAKES %zc0Z@er SWITCHES 








New York Distributor 


Announces New Lines 
NEW YORK—L. E. Latham, presi- 
dent of the E. B. Latham & Co., of this 
city, recently announced that the firra has 
heen appointed exclusive distributors for 


the Lindemann & Hoverson lines of elec- 
tric refrigerators, electric ranges and 
electric water heaters in the Metropolitan 
New York and northern New _ Jersey 
territory 

The E. B. Latham & Co. branch house 
in Newark, N. J., was recently appointed 
exciusive distributor for the new line of 
Sylvania television receivers. An initial 
showing held at the Essex House in New- 


ark attracted a large and enthusiastic 


group of de alers. 


Sperti Faraday, Ine. 
Reveals Expansion Plans 

The board of directors of Sperti Fara 
day, Inc., formerly the Faraday Electric 
Corp., Adrian, Michigan, announced at 
the end of the fiscal year that the cor 
poration has shown a_ successful and 

fitable operation during the 1948-1949 
period 

William H. Albers of Cincinnati, was 
elected to the presidency of the company 


John T. Swanwick, Adrian, Mich., is vice 


Manufacturers 
Representatives 
Wanted... 


Prepare now for mext season's business. 


Air Equipment Co., manu- 
facturers of the well-known 
Nitecool* and Koolmaster* 
attic, window and commer- 
cial fans are seeking sales 
and distribution representa- 
tion in the following states: 
California, Colorado, Indi- 
ana, lowa, Kansas, Kentucky, 
Minnesota, Nebraska, North 
and South Dakota, Ohio, 
Pennsylvania and Tennessee. 
Air Equipment Co. offers— 
protected franchises — top- 
grade equipment — national 
advertising. Write direct for 
complete information. 


*Reg. Trade-Mark 


AIR EQUIPMENT CO. 


1713 W. Carroll Ave., Chicago 12, Illinois 


55 Years of Experience and Progressive Managemes! 
Bstablished 1894 
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manager. 

Plans for the development ot 
tric products and modernization 
lished products, together with 


CLEVELAND 


manager of utility sales and 


Department. 


A private p 


president and Fred B. Fischer, also of 
Adrian, Mich., was named gen 


eral sales 


new elec 
ot estab 


a greatly 


expanded sales and advertising program 
was outlined by Mr. Fischer at the 
meeting. 

“ ™ . ‘ 
G.E. Holds Meeting For 


Lamp And Shade Makers 


review O! 


the G.E. traveling lighting clinics high 
lighted the annual meeting here of the 
General Electric Co. and the portable 
lamp and shade makers, it was announced 
recently. 

Some 50 representatives of the portabl 
lamp and shade business group attended 
the meeting, which was sponsored by 
G.E.’s Lamp Department. E. D. Stryker 


fixture pro 


motion for the Lamp Department, served 
as program chairman 

Addressing the meeting were: W. C 
Brown, engineering division nage 
P. D. Parker, general sales managet 
W. H. Robinson, Jr., advertising divisi 
manager; Miss Mary Webber, residential 
lighting specialist—all of Gil Lamp 





SAVE 
TIME 


SAVE 
WIRE! 


HYKON 


No guessing or slow measuring! 
—measures—recoils wire 
saves time, space, money 
separately. 

Write for HYKON Electricians’ 
letin. 


Meter 


O. 








Dispenses 
fast—accurately— 
available 


Tools Bul- 


MFG. 
Ay Kon“: 


HYKO 


Cally 


WIRE MEASURING UNIT 





co. 








—_ 


@ JACKSON Quality Yardlights are wired complete — sturdily 
constructed in one piece of heavy gauge steel and finished with 
three coats of VITREOUS PORCELAIN ENAMEL. Withstand wind 
and weather. Listed by UL—approved for R. E. A. installations. 
Send for literature. 


e Sold only thru Wholesalers e Manufacturers of Lighting Equipment 





900-910 W. Van Buren 
St., Chicago 7, Ill. 


JACKSON ELECTRICAL COMPANY 












“IF YOU WANT DEPENDABLE 
AUTOMATIC TIME SWITCHES 


NSS ON TORK CLOCKS” 
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When you're selecting automatic time switches 
for indoor and outdoor uses, remember the 
name “Tork” for all these advantages. 


Es a cteallia 


IDEAL FOR: 


Store Windows 


- DEPENDABLE ACTION! Made with exacting care from finest materials, 

self-starting all-electric Tork Clocks perform with complete accuracy 
. . give years of steady, trouble-free service. 

Outdoor Signs 

VERSATILE ACTION! Thanks to Tork’s many special devices, all standard 

models can be adjusted to fit your specific needs. Our remarkable 

device — amazing ASTRONOMIC DIAL — allows for variations in time 

of sunrise, sunset. We'll gladly explain dozens of others that save 

extra time, trouble, expense. 


Heating and Air 
Conditioning Units 
Safety and 
Street Lights 
Electric Appliances 
EASY INSTALLATION! These compact, modern time switches install with 
remarkable speed and ease on walls, outlet boxes, Special 

weatherproof case provided with outdoor models. 


ECONOMICALLY PRICED AS LOW AS $9.50 LIisT 


Write today for free bulletins with complete product and price details. 


Poultry Lights 


: etc. 
PVigda-haee -1-1-14-)i0) 


Home, Factory and 
School Lighting 


Grove 
Ve ron 


Street 
NY 


TORK CLOCK €0., INC. ... 
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=” Plastic Clamp | 


TOPS for TV! 


Perfect Control of LEAD-IN TAPES 


Only ONE Nail or Screw 
Perfect Insulation 
Weatherproof 
Tough-Pliable-Permanent 
for the life of the building. 








Makers of famous C. P. C. 742 
Plastic Clamp in 21 Sizes 





Send for 
Circutar 3109 


COMMERCIAL PLASTICS CO. 


MERCHANDISE MART ¢ CHICAGO 54 


For Eleetricians 
PVILi Me ALi toi te 


ELECTRICIANS SCISSORS 







These sturdy, keen-edged scis- 
sors win praise of electricians and 

linemen for cutting wire, insulation or 
light metal. Hot drop forged, hardened and 
tempered and fully nickel plated, 5"' long, 
with heavy blades and shanks. Back of blades 
has deeply serrated scraping and filing edge. 
Stock No. 925. 


Write direct to... 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 
New York Office: 1107 Broadway, ALgonquin 5-0506 
Shear Quality Since '77 





NAED Appliance Groups 


Announce Jan. Meetings 

NEW YORK—Major problems facing 
distributors of electrical appliances, tele 
vision and radio will be considered by 
three product committees of the National 
Association of Electrical Distributors at 
meetings scheduled at The Drake in Chi- 
cago during January 

NAED’s Major Appliances Committee 
will meet on January 11 under the chair 
manship of K. G. Gillespie, of Jenkins 
Wholesale Division, Kansas City. The 
second meeting, that of the Radio, Tele 
vision and Tubes Committee of which 
Benjamin Gross, of Gross Distributors, 
New York, is chairman, will be on Janu- 
ary 12. The Electrical Housewares Com- 
mittee (the former Small Appliances 
Committee) will meet on January 16 with 
C. A. D’Elia, of D’Elia Electric Co., Inc., 
Bridgeport, presiding. 

Charles G. Pyle, managing director of 
the association, states that this series of 
meetings on appliance subjects probably 
will be the most important in the history 
of the Appliance Division. As the sched 
ule coincides with the Furniture Mart 
and the Ilousewares Show it is expected 
that many members will atted in addition 


to those on the committees 


% al . ‘ . 
Farm Electric Conference 
Lists Featured Speakers 

lop leaders in four key branches of 
agriculture and allied fields have accepted 
invitations to either speak or conduct in- 
formational panels in connection with the 
fourth annual National Farm Electrifica 
tion Conference, it was announced re 
cently by Program Chairman L. R. Em- 
mert manage! Oo! rural electrification, 
Westinghouse Electric Corp 

lhe conference will be held at the 
Stevens Hotel. ( hicago, on the 2lst and 
22nd of this month, with a pre-conferencs 
uund table session scheduled for the 
evening of the 20th 

Those booked for major addresses in 
clude Paul D. Sanders, editor of South 
ern Planter magazine and Master of the 
Virginia State Grange; Hassil Schenck, 
president of the Indiana Farm Bureau 
and a director of the American Farm 
Bureau Federation; John W.. Tichnor 
treasurer and assistant to the president 
of the National Farm Chemurgic Council 
ind B. G. Perkins, of Agricultural Indus 
trial Research, Doan Agricultural Ser 
vice, In 

Mr. Sanders will give the keynote ad 
dress George W. Kable, editor o 
Electricity on the Farm Magazine, wi 
direct the pre-conference round _tabl 
[his session will feature the presentatic 
of new farm electrification motion pi 
tures, visual aids and demonstrations « 
such subjects as adequate farmstead wi 


ing, electric welding and electric farm 
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kitchens; and an open discussion on a 
number of topics vital to agriculture and 
the rural power program 


A number of other speakers, panels 
and program features are also planned for 
the two-day conference. H. P. Rusk, dean 
of the University of Illinois College of 
Agriculture, is chairman of the meeting. 
Vice chairman is Titus B. Schmid, presi- 
dent and general manager of the Crescent 
flectric Supply Co., electrical wholesaling 


firm with headquarters in Dubuque, Ia. 


OBITUARIES 


CHARLES E. BROWN, JR. 
Charles E. Brown, Jr., vice president 
of The Okonite Company, Passaic, N. | 
died on November 8 at St. Luke’s Hos 
pital in New York City, following a long 





illness. He was 55 
Mr. Brown, son of the late Charles 
Edward Brown and Katherine Graves 


Brown, was born in Buffalo, N. Y., and 
received his education at St. Mark’s 
School, Southborough, Mass . and at 
Princeton University, Class of 1917. Dur 
ing World War I, 


an aviator in the 


he served overseas as 
United States Army. 
A former resident of Chicago, Mr 
Brown started his business career with 
the Central Electric Co., of Chicago, one 
of the earliest electrical wholesaling firms 
in the Midwest. In 1925, he joined The 





DUPLEX LUGS 


Square end — one 
or two attaching 
bolt holes. Accu- 
rately machined 
all contact sur- 





Nay & 
a 0 / 


faces parallel. Receives two or more conductors 
of different sizes with equal pressure. Wire sizes 
4-1 to 900,000CM. 


FLEXIBLE CABLE CLAMP LUGS | | 


\ Two or four bolts, designed | 

f a to meet requirements | | 

where a single lug ade- 

quately applies to several 

size conductors. Cover 

range of wire sizes from 
1-1/0 to 2,000,000CM 


>) solid or stranded. 


* 







4 


PRESSURE TYPE 
CAST CLAMP TERMINAL LUGS 


One or two bolt holes. Lugs 

one piece designed for one 

wire size to 

es r j give conduc- 

“ «74 tivity and con- 

; tact surface 

equal to ca- 

pacity of wire. All contact surfaces ground, 

faces parallel, wire sockets machined. Wire 
sizes 1 to 2,000,000CM. 


WRITE FOR CATALOG 5LC 







KRUEGER & HUDEPOHL 


vel ee Al, | ae) Oe ge LO) | 
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LOOK TO THE FUSE LEADER FOR PRODUCTION PROGRESS 





WARE 


& 
FUSES 


Double Fibre Bridge Asseinbly 


Increases Strength 10 Times 


WARE 


HI-LAG Fuses have the strongest, most rigid knife 


blade assembly ever designed in fuses. The two heavy fibre 


bridges 


porting 


are supported by 
greatly to 
brackets are 
and contact the entire end of 


sturdy brass brackets which add 
the strength of the assembly. These bridge sup- 
attached to the copper knife blades 
inks, so that current flows 


through the brackets as well as the blades over a large area. 


Another 


reason for 


WARE HI-LAG Fuse’s cool operation. 


Approved by Underwriters Laboratories 
Write for descriptive Circular 


WARE FUSE CORPORATION 


4420 W. LAKE ST. 


DISTILLERIES 


BREWERIES ¢ 





° RESORTS 


PAINT COS. , 


CHICAGO 24, ILL. 


FACTORIES e« 


FRIGID 


THERE (IS 





i a 





—_ 


Re YEAR 
an [>Use 


THE ALERT DEALER 


ROUND 





FOR 





There are many types of businesses that require year round 
ventilating equipment . . . businesses that operate under con- 
ditions of extreme heat, or penetrating and pungent odors 


These companies offer real opportunities to pick up additional 
business. 

“FRIGID” has the complete line of ventilating equipment to 
meet the needs and demands of these companies . . . exhaust 
fans, blowers, spray booth fans, attic fans, etc... . 

Get your share of these ‘“‘extra’’ profits 
prospects today 


check on your 


Write for Catalog and Literature 


CIRCULATORS & DEVICES MFG. CORP. 


22) Rose Street ¢ New York 7. N.Y 





e STORES « 


e S21¥OLIOVUIIS 


S3JIMQNNOd © SJIWINNVL © SLINV1d 


sugaiam « 


=] 
~_ 








Quiet - Accurate - Dependable 


TIME CONTROL 





@ (Quiet operation is essential in many time con- 
trol installations. Reliance Time Switches are 
practically noise-free. The Switch mechanisms 
are of rugged construction, built with a mini- 


mum of moving parts to give years and years of 





service under all operating conditions. Both the 
heavy-duty “Badger” and the “Model W” are 
extremely simple, economical and dependable. 
Reliance Synchronous Time Switches, available 
in 30 or 50 Amps, are designed to meet practi- 
cally every automatic control requirement. For 
complete information, write RELIANCE 
AUTOMATIC LIGHTING CO., 1911 Mead 


Street. Racine. Wisconsin. 





make a good wiring job STAN D Us 
tHe UNIVERSAL CLAY PRODUCTS CO. 


1549 EAST FIRST STREET SANDUSKY, OHIO 











Okonite Company as Chicago manager of 
its power and light department. 

In 1930, Mr. Brown moved to New 
York City to become assistant to Oko- 
nite’s president, subsequently going to 
Washington, D. C., to establish a sales 
office. In 1941, he was appointed a vice 
president of The Okonite Company, serv- 
ing in that capacity as the firm’s Wash 
ington representative. 

After World War II, Mr. Brown re 
turned to New York City, and in 1946, 
became vice president and general sales 
manager of Okonite, which position he 
held at the time of his death. 

He was a member of the Racquet and 
Fennis Club and the Princeton Club of 
New York City, the Chicago Club of 
Chicago, Ill., the Ivy Club of Princeton 
University, and the Pennington Club, of 
Passaic, N. J. 

Mr. Brown is survived by his wife, the 
former Harriet Peebles of Athens, Ala. ; 
one son, Charles Edward Brown III of 
Chicago; a daughter, Marcia Brown; a 
sister, Mrs. W. Mahlon Dickerson of 
New York City; and a brother, Town 
send Brown of Chicago 


HARVEY CORY 


Harvey Cory, pioneer Chicago indus- 
trialist and founder of the Cory Corp., 
of Chicago, died at Prescott, Ariz., on 
October 16. Mr. Cory was 67 years old 
at the time of his death, and had been 
residing in Prescott since his retirement 
about 10 years ago. 

\ native of Selma, Ala., he was the 
son of David and Emma Cory. At the 
age of 22, he became associated with the 
Pittsburgh Coal Co. in Pennsylvania 





SALES 
REPRESENTATION 


Western Pennsylvania 
West Virginia 
Western Maryland 
Interested in one or two major 
lines to sell the Electric Whole- 
saler such as, safety switches, 
outlet and switch boxes, service 
entrance cable, conduit fittings, 
residential incandescent light, 

etc. 


Box 1283, Electrical Wholesaling 
330 W. 42nd St., New York 18, N.Y. 








MANUFACTURERS AGENTS 
WANT ONE ESTABLISHED 
LINE 


We are well established with Elec- 
trical, Hardware, Appliance, TV 
Distributors and Industrials in 
New Jersey and Eastern Penna 
Doing outstanding job on two ac 
counts. Desire to add one worth 
while line. Reply 
Box 1528 


Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 
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After gaining experience with this firm, 
he formed his own operating group. 

Mr. Cory later became active in the 
design and manufacture of automobile 
accessories. He then pioneered Chicago’s 
first radio station (Station WOK). Mr. 
Cory also operated his own brokerage 
office at one time. 

He is probably best known as the orig- 
inator of the famous Cory coffee brewer 

still manufactured in Chicago and still 
marketed under the Cory name. 

Mr. Cory is survived by his wife, Mrs. 
Maude Cory; a daughter, Mrs. Elizabeth 
Born; two grandchildren, John A. Bart- 
lett III and Patricia Ann Bartlett. Also 
living are three sisters, Mrs. J. W. Tur- 
nipseed of Birmingham, Ala.; Mrs. Rol- 
and Crawford ot Chicago; and Mrs 
Alma Harrell of Atlanta, Ga 


BEN M. TASSIE 
Ben M. Tassie, Pacific district manager 
of the General Electric Co.’s Appliance 
and Merchandise Department, died on 
October 31. He was 60 years old. 
Widely known throughout the western 


states, Mr. Tassie at one time was Pacific 


Coast representative for the Manning 
Bowman Co. In 1928, he went to that 
firm’s Meriden, Conn., headquarters, and 
later was made president. Following a 
reorganization of that company, he re- 
signed in 1941 to take charge of General 
Electric appliance sales in the west 

He is survived by his widow, Mrs 
Phelan Tassie; a son, John M., of Prince- 
ton, N. J.; a brother, George W. of 
Columbus, Ohio; and a sister, Mrs. Stan- 
ley Shuart of Hamilton, Ohio. 





Ouly TRADE-WIND 


MAKES THE 


CLIPPER 


CEILING VENTILATOR 








atten 5 ways because 


Mounts in ceiling directly above stove — in- 
stantly catches heat, grease and odors as 
they rise. 


2. Only aninconspicuous “dripless” ceiling grille 
is visible, yet unit easily installed 


3. Powerful squirrel-cage blower (not a fan!) 
creates fast-moving stream of air to do job 
efficiently. 

4. Because of patented construction which iso- 
lates motor from greasy cir stream, unit 
gvoranteed 5 years. 


5. Available everywhere. Stocked by deolers 
coast to coast. 


Write for our Electrical Distribution plan. 


r Trade-Wind Motorfans, Inc. 





| 5721S. Main St., Los Angeles 37, Calif. 
| 

| Nome. | 
| | 
» Address i 
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TO HANDLE ANY MATERIAL venoms 
DISPENSED FROM A REEL “ea 









AUSTIN 
No. 600 MAXIMUM 
REEL CAPACITY: 4000 LBS 


ROLLER WEIGHT: 75 LBS. EACH 


OUTSTANDING ADVANTAGES: 


1 Ramp makes loading fast and easy 

2 Five adjustable slots take various reel diameters 
3 Thumb screw locks front roller for reel removal 
4 Single unit takes reels up to 30° wide 

S$ Bolt two units together for reels up to 64” wide 


6 Higher back roller prevents reel from coming off 
roller when material is dispensed 


7 Reel rolls on grease packed flanged ball bearings 


The TH... Austin Company 


8 Bright orange finish makes reel readily visible — NORTHBROOK, ILLINOIS 
helps to eliminate accidents 


9 Use on the job, truck, or in warehouse 





weirs HOLE... 
ws OWS... 


IT’S WORTH STOPPING TO SEE! 


Maybe Industry doesn’t maintain 

show windows on Fifth Avenue or State 
Street or Wilshire Boulevard like 
America’s great department stores. 

But your industry has a mighty effective 
show window ...and this is it... 

this magazine. In these advertising 

pages alert manufacturers show their 
wares. Here you will find 
up-to-the-minute news about products and 
services designed to help you do 

your job better, quicker, and cheaper. 

To be well-informed about the latest 
developments in your business, your industry... 
and to stay well-informed... 

read all the ads too. 


F—128 











ASSOCIATION NEWS 


| CHICAGC—A. Mullins, director of 


| Cook County Building and Zoning 






















Bureau, and Mr. O’Connell, a member 
of his staff, addressed the West Sub- 
urban Electric League in the recently 
ordained “Building Ordinance of Cook 
County, Illinois.” 


DENVER—At the annual meeting 
held during the Fall Convention ses- 
sion members of the Rocky Mountain 
Electrical League unanimously elected 


Faster Installation! the following officers for the League’s 
niin aor | et 
Evenly, Accurately, Saves money by eliminating . Presi sig W. D. Johnston, Mountain 

a A M af ECRGaeea | padinn: & Cuma ince 
° c ower “ngle oot ‘olo Sz 3 
‘ simneaiede Perfect Alignment! arty pulling ted M Cc en 


3 nubs facing outward on 
each side of box prevent box 
from tilting. First nub is 7/g” 
from front of box to permit 
adjustment for wallboard or 
plaster. 


man, Public Service Co. of New Mexico, 





Santa Fe.; H. H. Lenhart, Cheyenne 
Light, Fuel & Power Co., Cheyenne; 
treasurer: C. S. Sterne, Arvada Elec. 
Co., Denver; asst. treasurer: Harry Ad- 


For use in Old ler, Arvada Elec. Co., Denver. The 


or New Wiring secretary-manager is still to be appointed 


The U. B. Austin Company ae Se Sneeaes Ce 


NOR TRGE OK ILLINOIS 


Write for descriptive 
price sheet No. A-1-a 














WANTED 
MANUFACTURERS SALES 
REPRESENTATIVES 


Well known line of specialty 
tools, wiring devices and 
porcelain wiring material. 


Territories Available: 
Pittsburgh (W. Penna. W. Va) 
Charlotte (Va., Carolinas) 
Cleveland (No, Ohio) 
Cincinnati (So. Ohio. Ky.) 
Memphis (W. Tenn... Ark.. No. Miss.) 
New Orleans (La... So. Miss.) 
Denver (Mont., Wyo., Colo.) 
Seattie-Portland (Wash., Ore.) 
Omaha (lowa. Nebr.) 


_ Box 1538 Electrical Wholesaling, 
ype | | 520 N. Michigan Ave., Chicago 11, Ill. 








} — — —E a 





“Griclion g et” Attention! 


Fixture Hangers ; Manufacturers 
FOR INSTANT ALIGNMENT 4 | | A well established Chicago Sales 


Agency desires to add one major 
line. It offers active and thorough 


At last you can get a Fixture Hanger that turns to any angle after being | representation by four salesmen, 
screwed to an outlet box. Although base and receptacle remain stationary, ‘ : 
hanger arms may be turned to align with any preconceived lighting plan | who are well acquainted with Elec- 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger | trical Distributors. Utilities and all 
screws on to 34" or 4 outlet boxes, no other fastening necessary. Fur- | : é 

nished complete with receptacle, two 8’ chains, hooks and cord clips. Also | possible sales outlets. 

available with bushed hole only, or with 3 wire solid ground receptacle. ; 

All Friction-Set Hangers are approved by the Underwriters’ Laboratories. Warehouse facilities available. Territory 
K100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 Illinois, Indiana, Iowa and Wisconsin, with 


in 250 miles of Chicago. 


STEVES OVUM AOU TLOMM CLO) ETON R AMEE | | cx 1599 clectrical Wholesaling, 


3600 West Potomac Avenue, Chicago 51, Illinois 520 N. Michigan Ave., Chicago 11, Ill. 
11 Park Place, New YorK 7, New York 
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VULCAN 


SCREW TIP — ELECTRIC 
SOLDERING TOOLS 


PRECISION 
SOLDERING 


at 
HIGH SPEED 
7 16"'—! 2''—''—I"" 
I"/g"'"—134""—154""—14,"" 


VULCAN 


ALL ALUMINUM 
ELECTRIC 
GLUE POTS 


one pint to four 
quarts. 


VULCAN ELECTRIC CO. 


Danvers 9, Mass. 














rae : : 1TE Co. Pa : 
sui <7 


Yh i 
Viste OG KOHICE ... 
OKONITE and 


MANSON tapes 





MILWAUKEE—At a television 
round-up luncheon 
Wisconsin Radio Refrigeration & Ap- 
pliance Association and Station 
WTMJ-TV, Lou Herzog and his as 
sociates presented the details of their 
television plans for fall and winter 


sponsored by the 


PITTSBURGH At a meeting 
of the Electri Western 
Pennsylvania and the Illuminating En 
gineering Society, Willard C 
spoke on the subject, “What's New in 
the Lighting Industry?” Mr. Brown's 


joint 


League of 
Brown 
talk covered light sources, equipment, 
markets and what can be done to de 


velop these markets. 


YOUNGSTOWN, O.—At a 


Electrical 


recent 
meeting of the 
Ohio, Chairman 
titled “Step 
ping Along with Television,” 


luncheon 
Eastern 
Miller presented a film 


League of 


produced 
by the American Telegram and Tele 
graphic Co 

It portrayed the Bell System's rol 
in expanding the horizons of television 
Briefly, the story 
ballet 
nating in a 


explains how a mu 
television origi 


New 


via coaxial cable and 


sical program 
York City studio is 
radio 
in Wau 


delivered 
relay facilities to a residenc: 
kesha, Wisconsin 





LINES WANTED 


Responsible Manufacturers Rep- 
resentatives 
Ohio, 


house facilities at Cleveland, can 


covering northern 


with offices and ware- 


give complete and proper cov- 
erage for additional electrical 
products in this area. 


Box 1499 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 














LINES 
WANTED 


Manufacturer's representative 
wishes to add top staple line 
for St. Louis territory. Have 
been in business many years. 
Can give proper coverage for 
additional electrical lines in 
this area. 


Box 1448, Electrical Wholesaling, 
520 N. Michigan Ave., Chicago 11, Ill. 
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Wheres @ 
WIICA JOU 


y eo 
electrical fob! 





You'll find standard lineman’s and 
electrician’s pliers for every special- 
ized job in the complete Utica Tools 

| line... field-tested and proven to 
meet every demand for quality and 
hard use. 


QP- 
ww 
~ 





| 8 
| Co 
| TOOL NO. 259-P “N= 
New England 
Head Lineman’s 
Side-Cutting Pliers 
Fe 





TOOL NO. 241 

| Electrician's 
Diagonal Pliers 

5”, 512”, 6” 








TOOL NO. 254 
Long Chain Nose 
Side-Cutting Pliers 
61,” 


Lubring 


eae 
wy, 


S 
ve ( 


Sold through Recognized Jobbers 


Utica 


UTICA 


“a 7] 
LUBRING 
PLIERS 
The porous iron ring in 
the joint is impregnated 
with oil and keeps the 


rubbing surface of the 
joint lubricated for life! 


| Toot 


FOR MORE TOOL MILEAGE 








UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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QUALITY 

VALUE 

LABOR-SAVING 
FEATURES 


TOPS « 


+400 

@ T-rated-Plus... 

e Sm-o-o-th, Positive Action 

®@ No Arcing — No Pitting — 
No Failures 

© Compact—But Strong and 
Mighty 

e Saves 10% Wiring Time 


+300 

e T-Slot Plus... 

@ Uniform, Preset Pull 

© Solid, Eye-Appealing, 
Strong 

e Huge Screws—Backed Out 
—Ready 

e Saves 10% Wiring Time 


Meet and surpass REA & 
Federal Specifications 


@ WRITE FOR CATALOGUE 
AND LITERATURE! 


OVER 100 NEW DEVICES 


SLATER 


ELECTRIC & MFG. CO., Inc. 
WOODSIDE, L. !., N. Y. 





Oe aE i 
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MORE FACTS 
ON PRODUCTS 











Directional Lighting Fixtures—A 4- 
| page folder, No. E-49, illustrates with 
sketches the line of directional light- 
ing fixtures—“EXIT,” “ENTRANCE,” 
“LOUNGE,” et signs—in ceiling, 
portable, wall mounted, or extending 
bracket types, manufactured by Grube1 
Brothers, Inc., 125 S. First St., Brook 
lyn 11, N. Y. 





7 / 
/ | Hee tion? ELECTRICAL WHOLESALING 


Fluorescent Lighting Fixtures—A 20) 


page booklet containing information 
| about the “modular system” of lighting 
has been published by the Mitchell Mfg 
Ce 2525 Clybourn Ave., Chicago 14, 
Il] The booklet also presents intor 
mation on how to obtain the Mitchell 
Module Design Kit for planning indi 


vidual lighting problem 
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FLU X 


FOR 
SOLDERING-BRAZING 
WELDING 





LB. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
fod iley Vio i> ) mms & 














ELECTRICAL 
LINES WANTED 
Philadelphia Sales 
Agency offers active and 
Dignified Representation. 
Well acquainted with the 
jobber, industrial, con- 

tractor market. 


Address: Box 1156 
Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 
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ENTRANCE CAPS 
AND FITTINGS 


of Rustproof Cast 
Aluminum Alloy 





No. 1572 Entrance Head 
Key-hole mounting brack- 
et for easy attachment to 
building 


No. 275 One Hole Strap 
for oval-shaped coble. 





No. 2275 Two Hole Strap 
for oval-shaped cable. 


ee 
No. $0-36 Wotertight Connector. 
Cutawoy view illustrates how 3-point com- 
pression forces rubber gland oround entire 
circumference of coble 


a > 
Wa > 


aes 


No. GR-1 Grounding Ring 

For bonding meter box to artificial ground. 
Tight connection ond positive bond without 
soldering 


No. 6009 
Non-watertight 
Connector. Tokes 
a wide range of 
sizes and types of 
cable, round or 
oval, without the 
use of shims or in- 
serts 





No. L-63 

Sill Plate. Provides 
metallic protec- 
tion to service en- 
trancecoble atthe 
most hazordous 
point— where it 
enters the build- 
ing 





3166 


SOLD THROUGH ELECTRICAL WHOLESALERS 


The H.C. Austin Company 


NORTHBROOK, ILLINOIS 
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No. 4 
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No. 5 
For bre 


sion Fri 
or to 
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No. 7 
For bre 
sion Fre 
or to 
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No. 1 


A bran 
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No. 11 


For wir 
show v 


Ne. 1! 
An ove 
and p 
circuits 
walls. 


No. 19 
A plug 
system f 
in fact 
apartme 


No. 21 
A plug 
System 

Bystem fi 


No. 26 
For inter 
ng requ 
Evil capx 


No. 30¢ 
A branch 
Hirect f 
machine 


res, po 


pic. 
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10 
WireEMoLD — 


SURFACE RACEWAY 
SYSTEMS 


eee Mect the 
wiring needs 
of every job. 
No. 200 


For branch circuits 










































exten- 
sion from existing outlets . 

or to provide switches or 
additional outlets 


No. 500 


For branch circuits exten- 
sion from existing outlets . 

or to provide switches or 
additional outlets 


Ne. 700 


For branch circuits . . . exten- 
sion from existing outlets . . - 
or to provide switches or 
additional outlets. 


Ne. 1000 


A branch circuit feeder direct 
from panel box 


For wiring infra-red ovens. ., 
show window lighting. 


| 
| 
| 
| 
| 
| Ine. 1100 
1 
1 


| 
1 Ine. 1500 


| An over-floor system for light 
and power and telephone 
circuits to locations away from 
walls. 


A plug-in-anywhere wiring 
system for outlet convenience 
in factories, hotels, offices, 
apartments, homes, stores, etc. 


| 
| 
| 
| | Ne. 1900 
| 
| 
| 
| 


No. 2100 


A plug-in-anywhere wiring 
bystem or a distribution 
system for lighting fixtures. 


No. 2600 


For interoffice telephone wir- 
Ng requiring additional cir- 
cuit capacity. 


No. 3000 


A branch circuit feeder system 
Hirect from panel box to 
pachine tools, lighting fix- 
wres, portable power tools, 


prc. 





WRITE FOR 
“WIRING GUIDE" 


Know you" 
WICIMIO ls, 


MORE THAN ADEQUATE WIRING 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
\ 
| 
| 
| 


RS 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 
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Planned Lighting—How electric com 
panies throughout the country 
building net revenues in the commer 
cial, residential and industrial lighting 
markets through promotion of Planned 
Lighting is described in “The 
Light,” a 32-page brochure, 

by the Edison Electric 
Lexington Ave., New 


are 


Facts of 
published 
Ins denon 420 
York 1i7, N. ¥ 


When writing 
mention 
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Reflectors Lhe Stebel Mfe Co 
Broadview, IIl., has available a 4-page 
bulletin, No. 123, containing illustra 
tions and specifications on the line of 


porcelain enamel and ultranamel reflec 
tors, namely, the outlet box mounted 
reflector, the deep-bowl reflector, and 
the high bay reflector. 


ieention 2 ELECTRICAL WHOLESALING 





Relays- ‘Catalog D-20A, published by 
Ward Leonard Electric Co., Mt. Ver- 
non, N. Y., lists the company’s stock 


type industrial and general-purpose re- 
lays. A copy of the catalog may be 
obtained by writing to Ward Leonard 
at 53 W. Jackson Blvd., Chicago 4, II 


When writing 
mention 
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TART EU 


CUTOUT MATERIALS 
Plug Fuse and 

Cartridge Fuse Cutouts 
Plug and Cartridge 

Fuse Entrance Switches 

Battery Switches 

Meter Test Blocks 


HEINEMANN ELECTRIC CO. 


152 Plum Street 


Trenton New Jersey 














MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


Progressive manufacturer of line 


of connectors, competitive in 
price and quality, offers oppor- 
tunity to aggressive and ener- 
getic representatives with es 


tablished following. Please write 
giving full details of background 
and territory covered. 


Box 1592, Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 
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WHEN YOU.USE 


PLIERS... You need 
CHANNELLOCK 


ZRQOOrrFmazazario 












Cc 
No matter \ i H 
what eee \ ea 
work 5 e \> A 
plum ee, 
cee Bh \ N 
automotive, | 
aviation, E 
battery or @ 
ignition —there \ L 
is a Channellock L 
plier designed \ 
specifically for oO 
your job. If you use Cc 
pliers... you need 
Channellock. K 
o 


The exclusive tongue and groove 
joint gives you these “plus” features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


\t 


Send for Catalog C-7 today 
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MEADVILLE + PA, 


Only 
Champion DeA rment makes 
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ZENITH 


Program Timer 


Fully auto- 
matic, syn- 
chronous mo- 
tor takes care 
of time signals 
without atten- 
tion — just set 
it, then forget 
it. Zenith will 
faithfully op- 
erate any type 
of time signal 
in any combi- 
nation of 5- 
min. periods 
for a 24-hour 
cycle. Com- 
pact, trouble-free, completely de- 
pendable. 


ee. 


or 
pra: J 








MINUTES MEAN MONEY 


TO YOU ... correct regulation of 
time is of prime importance to 
schools, factories, institutions, 
plants, etc.,—the need is for a pre- 
cise, high quality, reasonably priced 
Program Timer .. . that means 
Zenith to the customer—Profits to 
you.... Price $59.00 


ZENITH 
INTERVAL TIMERS 


Accurately time 
and control any 
electrically operat- 
ed machinery. Pow- 
erful self starting 
synchronous slow- 
speed motor. No 
clock springs to 
wind or break. Fast 
make - and - break 
through silver con- 





fn 





tacts. Timed for 
minutes or hours. 
Underwriters ap- 


proved for 10 amps., 
115 V., or 5 amps., 
230 V., A.C. 


THERE’S A ZENITH UNIT FOR 
EVERY TIMING REQUIREMENT 
— SEND FOR THE LARGE, 
COMPLETE CATALOG TODAY. 


Jebbers: Discount allows for liberal 


profit. 


ZENITH ELECTRIC CoO. 


148 W. Walton St. 
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Within the circle of 
your customers there 
may be many troubled 
with shutdowns that 
Fusetron fuses can 
prevent... 


So, why not tell all 
fuse users about the 
experience of the 
Foster Electric Co.? 
It may mean “ew and 
profitable orders 
for you. 


\ \ 
*\\ 
You, too, can get 


10-Point Protection 


with 


Fusetron@tuses 


«coo NOU > Wn — 


~ 
°o 


‘Frequently all these welders are thrown on the 
line at the same time. 


“This causes a heavy rush of current that gen- 
erally blew the 60 ampere renewable fuses. 
“The resulting shutdowns were very costly to 


our customer and troublesome to us. 


“During 1947 we decided to see if Fusetron dual- 
element fuses would help cure the trouble and so 
installed three 60 ampere ones in the switch. 


“That was many months ago but so far not one 
Fusetron fuse has blown on the starting current of 
the welders.” 


George Forster, President 
FORSTER ELECTRIC COMPANY; 


Casper, Wyoming 


Protect against short-circuits. 
Protect against needless blows caused by harmless overloads. 


Protect against needless blows caused by excessive heating 
—lesser resistance results in much cooler operation. 


Provide thermal protection — for panels and switches 
against damage from heating due to poor contact. 


Protect motors against burnout from overloading. 
Protect motors against burnout due to single phasing. 


Give DOUBLE burnout protection to large motors — 
without extra cost. 


Make protection of small motors simple and inexpensive, 
I I 


Protect against waste of space and money — permit use of 


proper size switches and panels. 


Protect coils, transformers and solenoids against burnout. 


Stop Wasting Time and Money 
FUSETRON Dual-Element Fuses 
Give ALL-PURPOSE PROTECTION 


One needless shutdown—or one lost 


motor 
pane 


or one destroyed switch or 
| — may cost you far more than 


replacing every ordinary fuse with a 
FUSETRON dual-element fuse. 


Dx 


TRUSTWORTHY NAMES IN 


n’t risk suc sses— ect y - 
met k such losses protect your ELECTRICAL PROTECTION 


self by installing a FUSETRON dual- 
element fuse in every set of fuse clips 
throughout the entire electrical system. 


(FUSETRON its a trade mark of the Bussmann 
Mfg. Co., Division of McGraw Electric Co.) 


BUSSMANN MFG. Co. (Division McGrow Electric Co.) 
University at Jefferson ST. LOUIS 7, MO. 








